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When Joe R. rings the bell they all 


REGISTER SMILES 








When it comes to ringing up satisfaction, it doesn’t 
matter which key Equitable’s Joe R. presses, the result 
is always the same! 

His timely recommendations of the Equitable Assured - 
Home Ownership Plans or the Educational Funds have 
brought the thrill of accomplishment to scores of young 
folks building homes and families. 

His guidance on retirement plans and Life Insurance 
over a period of 19 years has meant peace of mind, and 
old age dignified by independence, to friends aplenty. 

And you could make a long list of the companies in 
his town that Joe has helped achieve stability through 
well planned group insurance. 

As Joe totals up the things that make his own life 
worth while, no individual item looms larger than the 
happiness he has brought to his community as a whole. 

For the measure of a man’s growth is not dollars 
alone. As a representative of The Equitable Life Assur- 
ance Society, Joe R.’s life is rich in service to others, 
with all the rewards that it brings. 


* * * 


One of a series of advertisements illustrating how a representative of The 
Equitable Life Assurance Society serves his community by selling life 
insurance. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts 
from the files of the Federal Bureau of Investigation ... another public- 
service contribution sponsored in his community by The Equitable Society 
Representative. 

EVERY FRIDAY NIGHT * ABC NETWORK 


THOMAS |. PARKINSON, President +« 393 Seventh Avenue, New York I, N. Y. 
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im @ series of advertisements outlining advantages enjoyed 
NUMBER THREE by field underwriters of the Equitable Life of lowa 


EQUIPPED FOR 


SUCCESS 


I ield associates of the Equitable Life of 
lowa are equipped for success. A direct mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 


KQuraput 


Life Insurance Company 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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A WELL-BALANCED COMPANY 












































balance 
improves performance 


In Life Insurance, the fine 
balance of past history, 

present progress and future 
objectives is essential to 

outstanding achievement. 


Fidelity is a well-balanced 
company. 


Ps The 
= FIDELITY MUTUAL 
= LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 























Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME is a 


powerful motivator. 





HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 





























Liberal First Year 
Commissions. 


Vested Renewals 
Unsurpassed. 


3. Bonus on 
Quality Business. 
4. P. ersonalized : 
Home Office Service. 


5. Attractive Retirement 
Plan. 

















Openings in Virginia, West Virginia, 
North Carolina, South Carolina, 
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Caution Keynotes 
Company Feeling on 
Common Stock Bill 


N. Y. Revision May Loosen 
$500 Million for Purchase 
of Blue Chip Equities 


NEW YORK—Companies doing busi- 
ness in New York are expected to pro- 
ceed with traditional caution in using 
the authority granted them to purchase 
common stocks under a bill passed by 
both houses of the New York legis- 
lature and sent with the acknowledged 
support of Superintendent Bohlinger to 
Governor Dewey indicating that he will 
promptly sign it into law. 

The bill permits domestic companies 
to invest the lesser sum of 3% of assets 
or one-third of surplus in common 
stocks meeting rigid quality tests. At the 
same time, by allowing companies domi- 
ciled in the state to invest a percentage 
of assets in equities, the law appears 
to open the door that much further for 
admitted out-of-state companies to in- 
crease their equity holdings, if they 
wish, and still comply substantially with 
the New York law. 


May Attract Other Companies 


Similarly, the fact that conservative 
New York now will permit common 
stock purchases is expected to attract 
other non-New York companies that 
have not yet taken to equities, such as 
Penn Mutual and Northwestern Mu- 
tual, to the common stock field. The 
boards of these companies may at least 
reexamine their present positions in light 
of the New York revision. 

Many companies have expressed an 
increased interest in common stocks in 
the past few years. Prudential, for ex- 
ample, in its 1950 annual statement re- 
ported the purchase of more than $50 
million of common stock during the year. 
Before 1950 its portfolio included a 
negligible amount of common. 

These factors have created consider- 
able interest around the stock market, 
especially among brokerage houses, and 
Wall Street is rife with speculation on 
what the change will mean to its opera- 
tions. 


Buying Potential 


In theory, domestic companies alone 
will now be permitted to place slightly 
in excess of $500 million in equities, 
according to figures based on company 
1950 annual statement asset and surplus 
figures published by THE NatTIoNAL 
Unberwriter. In all but a few instances, 
the one-third of surplus limitation pro- 
duces a lower figure than 3% of assets. 

Six companies have about 95% of 
domestic company assets. The permis- 
sible amounts they may invest in com- 
mon stocks under the unsigned law are: 
Metropolitan Life, $207,375,238; Equi- 
table Society, $119,752,301; New York 
Life, $115,960,407; Mutual Life, $61,- 
738,789; Guardian, $6,619,506; Home Life 
of New York, $4,997,065. 


Not All Companies Favor 


This total however can be immediately 
reduced 40%, for F. W. Ecker, execu- 
tive vice-president of Metropolitan Life, 
Stated at the recent hearings on the 


investment revisions that his company is 
(CONTINUED ON PAGE 23) 


Schedule for Mid-Year 
Meeting of NALU Given 


The schedule for the four-day mid- 
year meeting of the National Assn. of 
Life Underwriters, scheduled for Minne- 
apolis April 2-5, has been completed. 
The steady flow of reservations for hotel 
accommodations that has been reported, 
‘indicates that state and local associations 
in all sections of the country will be well 
represented and that delegates to the 
meeting are anticipating some important 
developments during the course of the 
affair. 

With the Radisson hotel as headquar- 
ters, the meeting will get under way at 
9:30 a.m. April 2, when the trustees will 
take up many administrative problems as 
well as deliberate over organizational 
policy that will be pursued during the 
rest of the year. 

The following day the National asso- 
ciation’s various standing and_ special 
committees will convene at 10 a.m. to 
discuss and approve or amend each of 
the committee reports. The committees 
will remain in session throughout the 
day. 

“Wheelhorse Luncheon” 


A “wheelhorse luncheon” is sched- 
uled for 12:30, to which all N.A.L.U. 
officers, trustees, committee members, 
and delegates are invited. At 3:30 the 
general agents and managers session 
will get under way. The afternoon pro- 
gram will feature two outstanding agency 
leaders as speakers. William H. Nicholls, 
Jr., general agent Penn Mutual Life, 
Grand Rapids, will discuss “A Pattern 
for Agency Growth.” Coy G. Eklund, 
manager for Equitable Society at De- 
troit, will discuss “Building from 
Scratch.” 

Tha evening, the General Agents and 
Managers Assn. of Minneapolis will be 
hosts to the visiting agency heads at 
a cocktail party. At the dinner, J. Harry 
Wood, president of Central Life of 


Illinois, will be the featured speaker. 

The national council will meet at 9:30 
a.m. April 4 and the officers and dele- 
gates will be in session for the better 
part of the day. 

At 12:30, the Life Underwriter Train- 
ing Council will conduct a luncheon 
meeting at which the featured speaker 
will be Dr. Harold H. Maynard, chair- 
man of the department of business or- 
ganization Ohio State University. Title 
of Dr. Maynard’s address is ‘A Market- 
ing Man Looks at Life Insurance Train- 
ing.” 

The Minneapolis association will be 
host to N.A.L.U.’s national council at 
a buffet supper that evening. 

The final day will begin at 9 a.m. 
April 5, when the Minnesota state sales 
congress will take place. The N.A.L.U. 
trustees will go into their final session 
at 9:30. 

The sales congress, at which Alan W. 
Giles, Aetna Life, will serve as chair- 
man, will begin at 10 a.m. with a five- 
man panel reviewing the various factors 
involved in the matter of the approach. 


Two Panel Discussions 


Robert E. Shay, Bankers Life, Minne- 
apolis, will act as moderator on the 
panel. At the conclusion of this portion 
of the congress, Charles J. Zimmerman, 
associate managing director L.I.A.M.A., 
will address the meeting. 

The afternoon session will open with 
an address by John D. Moynahan, 
N.A.L.U. president. Following Mr. Moy- 
nahan’s talk, a panel of four agents 
will discuss their individual techniques 
employed in meeting objections, with 
special emphasis given to answering the 
inflation problem. Paul Chelgren, Mu- 
tual Trust Life, Minneapolis, will act 
as moderator. Paul Speicher, Insurance 
Research & Review, will be the conclud- 
ing speaker. 








Fischer Again Made 


Iowa Commissioner 


DES MOINES—The name of Charles 
R. Fischer, former Iowa commissioner, 
has been sent to the senate by Gov. 
Beardsley for confirmation for a four- 
year term starting July 1. 

Mr. Fischer would resume the post 
he left in 1947 when Sterling A. Alex- 
ander of Webster City was named to 
succeed him. He held the post longer 
than any other Iowa commisioner, hav- 
ing started his service in 1939. 

Mr. Fischer has been active in Iowa 
politics for many years and became 
campaign manager for the _ present 
governor in 1948. He has served as 
executive secretary of the Iowa “little 
Hoover” reorganization committee for 
the past 18 months. One of the bills 
recommended by the committee and 
now before the senate calls for con- 
solidating the insurance department with 
the banking and securities divisions into 
a state department of finance. 





More Pa. Department Funds 


HARRISBURG—An additional $200,- 
000 for operation of the Pennsylvania 
department in the biennium starting 
June 1, has been recommended to the 
legislature by Gov. Fine. 

The addition, if approved, will bring 
the department’s biennial budget to 
$1,400,000. This compares with $720,000 
in the 1945-47 biennium. Costs have 
increased materially since the state took 
over rate controls. 


N. A. M. and C. of C. 
Oppose Johnston’s 
Welfare Plan Thaw 


W ASHINGTON—Representatives of 
industry and management disapprove 
Economic Stabilization Director Johns- 
ton’s recommendation for liberalizing 
wage stabilization order No. 6 by elim- 
inating pension, welfare and insurance 
benefits from ceiling limitations. 

This view was expressed by a com- 
mittee representing National Assn. of 
Manufacturers and U. S. Chamber of 
Commerce. 

This Johnston recommendation, the 
committee says, is “fraught with hazard 
to any degree of effective stabilization, 
may stimulate disputes, encumber ad- 
ministration and lead to a complete fail- 
ure of stabilization.” 


Canada Writings Up 9.9%, 


Life insurance written in Canada in 
1950 totaled $1,798,864,211, according to 
R. W. Warwick, Dominion. superintend- 
ent. This was an increase of 9.9% over 
1949. Ordinary accounted for $1,394,- 
739,086, industrial $161,107,251 and group 
$243,017,874. Total in force at the end 
of the year was $15,745,707,067, an in- 
crease of 9.3%. Ordinary amounted to 
$11,625,083,025, industrial $1,537,914,420 
and group $2,582,709,622. Canadian com- 
panies carried $10,756,120,942 and Brit- 
ish and U. S. companies $4,989,586,125. 

Total business in force in Canada of 
Canadian fraternals was $150,119,227 and 
of foreign fraternals $274,635,048. 


Companies Going 
for New U.S. Bonds 
in a Big Way 


Some of Larger Insurers 
Converting All Eligible 
Holdings to 234s 


By DONALD J. REAP 


NEW YORK—Life companies will 
be converting upwards of 80% by vol- 
ume of their holdings of the June and 
December 1967-72 series of 244% gov- 
ernment bonds for the new Treasury 
issue of non-marketable 234% securities, 
according to the general reaction pattern 
developed in the first few days of the 
Treasury offering. 

Companies have about $3% bilfiwn of 
the issue, approximately one-fourth of 
the total non-governmental agency hold- 
ings. Their action is regarded as a 
tangible indication of their cooperation 
with the government in its attempt to 
forestall further expansion of the na- 
tional money supply through the sale 
of long term securities to federal reserve 
banks. 

The life company percentage volume 
of conversions is higher than the 75% 
exchange expected from other holders, 
which include savings banks, pension 
funds, commercial banks, and trusts. 

The volume of conversion may be 
higher than the percentage of companies 
which will be able to make the conver- 
sion because a number of the large 
companies have decided to convert their 
entire portfolios of eligible securities to 
the new bonds. But most companies 
will be converting some, if not all, of 
their holdings. 


Metropolitan Goes All the Way 


Charles G. Taylor, Jr., president of 
Metropolitan Life, announced that his 
company, in cooperation with the gov- 
ernment, had exchanged its entire hold- 


‘ings of the 1967-72 series, totaling $565 


million, fort he new bonds. He dispatched 
a telegram to Treasury Secretary Snyder 
saying “It is a pleasure to advise you 
on authority of our finance committee 
that Metropolitan Life has exchanged 
its entire holdings for the new issue.” 

Later it developed that these com- 
panies in this area would exchange all 
their holdings: Prudential, $400 million; 
New York Life, $225 million; Mutual 
Benefit Life, $100 million. Equitable 
Society is understood not to have any 
of the convertible issue. 

Similar action is expected from other 
companies. Some were delayed in an- 
nouncing their decisions pending meet- 
ings of their finance committees. 

Mutual Life’s finance committee au- 
thorized a conversion of $50 million of 
its $82 million portfolio. 

Some companies are unable to make 
total conversions because they have 
outstanding investment commitments 
which they would be unable to meet 
unless they disposed of some govern- 
ments. These commitments were made 
before the announcement of the new 
issue. In addition there is a reluctance 
on the part of some finance committees 
suddenly to go all out for a new issue. 


Large Corporate Demand 


In addition there has been a large 
corporate demand at a good rate, which 
is attracting some company money and 

(CONTINUED ON PAGE 24) 
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Congressmen Push 
Federal Veterans 


Insurance Corp. 


WASHINGTON—Senators Fergu- 
son, Taft and Benton have introduced a 
bill which would set up a federal vet- 
erans insurance corporation with the 
VA administrator as its president and 
board chairman, four directors named 
by him and an executive vice-president 
named by him and receiving compensa- 
tion fixed by him. Such a step was 
recommended by the Hoover commis- 
sion. A similar bill has been introduced 
in the house by Representative Hoffman. 

Senators Eastland and Stennis have 
introduced a bill to award $10,000 free 
NSLI to dependents of deceased Na- 
tional Guardsmen whose death resulted 
from injury while training under the 
national defense act. 

On call of the consent calendar, the 
House passed and sent to the Senate 
bills providing for use of NSLI divi- 
dends to pay premiums on NSLI policies 
and to amend the NSLI act to provide 
additional disability income. 

A bill by Representative McMullen 
would permit OASI beneficiaries to earn 
up to $100 a month without forfeiting 
benefits. 





Selectors Complete 
Annual Program 


The program has been completed for 
the annual meeting of Home Office Life 
Underwriters Assn. on April 9-11 at 
White Sulphur Springs, W. Va. The 
opening day will be taken up with busi- 
ness, the presidential address by George 
W. Cheney, Phoenix Mutual and a talk 
by John Marshall Holcombe, Jr., man- 
aging director of L.IJ.A.M.A. 

Chairman of the second morning ses- 
sion will be C. Webster, Mutual 
Life. Edward A. Lew, Metropolitan, 
will discuss substandard insurance and 
Hugh S. Campbell, counsel for Phoenix 
Mutual, will treat applications and bind- 
ing receipts. Chairman of the informal 
discussion in the afternoon will be 
Marshall L. Cleaves, Home Life. There 
will be an informal reception in the 
evening. 

Chairman of the final session will be 
William C. Harrison, New York Life. 
Morris Pitler, Mutual Life, will talk 
on state and highway police. J. Bertram 
Mabon, Sun Life, will discuss pot room 
workers in the Canadian aluminum in- 
dustry. R. C. Stratton, Travelers, will 
give an interim report on applicants 
working in the plants of U. S. Atomic 
Energy Commission. S. M. Mac- 
Cutcheon, Dow Chemical Co., will re- 
view chemical industry experience over 
19 years. Joseph B. Corbett, Colonial 
Life, will be chairman of the industrial 
underwriting sessions on the final after- 
noon. Speaker will be Thomas Irvine, 
actuary of L.I.A.M.A. 


Slash Illinois Insurance 
Department ‘51-53 Budget 


Gov. Stevenson of Illinois has slashed 
the insurance department appropriation 
for the 1951-53 biennium $119,000 below 
the last biennium to $1,749,600. This 
action, in line with the governor’s policy 
of holding down expenses wherever pos- 
sible during the defense emergency, 
leaves the recommendation for personal 
services in the department about the 
same as the last biennium, but cuts travel 
requests by 23%, equipment by 70% 
and contractual services by 40%. Travel 
expenses have been reduced from $201,- 
843 to $148,000. Commodities, principally 
printing and office supplies, have been 
cut from $100,440 to $81,000. It has 
been estimated that rulings by the direc- 
tor in recent months will result in an 
estimated annual increase of $110,000 in 
state revenue from insurance sources. 


Larson Stresses Danger to Life Business 
If NAIC Group Plan Gets into Fla. Code 


By JEANNE WELLENKAMP 


Possibility of grave danger to the life 
insurance business in Florida if certain 
provisions of the 
proposed new in- 
surance code are 
adopted was point- 
ed out by J. Edwin 
Larson, state treas- 
urer and insurance 
commission- 
er, meeting with 
the Managers and 
General Agents 
Assn. and the board 
of the Miami Life 
Underwriters Assn. 

Meeting in the 
office of Philip F. 
Clark, Jr., manager 
of Travelers and president of the Miami 
association, Mr. Larson and Deputy 
Commissioner Faircloth suggested that 
unless a united front is presented to the 
insurance committees of the state legis- 
lature, in the forthcoming session, “bars 
may come tumbling down.” 

Pressure by certain groups to incor- 
porate the N.I.A.C. group life insurance 
definition into the Florida code was men- 
tioned by Commissioner Larson. He 
said he would not even sign the N.I.A.C. 
report; he feels there is danger to the 
entire agency system if this broad sys- 
tem of group insurance becomes uni- 
versal. 

R. B. Walker, New York Life, Holly- 
wood, Fla., said that Florida, not being 
a highly industrialized state, does not 
have the same problems as some other 
states, and suggested that perhaps the 
best defense against broadening the 
group life definition at this time would 
be to say to the legislature ‘Florida is 





J. E. Larson 


not ready for these plans yet.” 

C. Alexander Smith, manager of New 
York Life, said, “Whatever is in the 
public interest is in our interest, and 
we must make it clear that we are on 
the public’s side. We should be sure 
that the tone of our argument is pre- 
sented in that fashion.” 

Mr. Larson suggested that a commit- 
tee be appointed to draw up a report 
stating the association’s position, and 
that instead of objecting to everything, 
only the one or two most troublesome 
paragraphs be re-written, and the rest of 
the code accepted, in its new re-revised 
form. 

The other principal source of worry 
to the life men was the one-year resi- 
dence provision as applied to life agents. 

Mr. Faircloth said that the interim 
committee of the legislature was perhaps 
justifiably confused, as the underwriters 
association officially objected to this 
provision, but that certain members of 
the association, in public hearings, en- 
dorsed it. He joined Commissioner 
Larson in urging that insurance men at- 
tempt to present a united front. 

Mr. Larson assured the group that the 
one-year residence requirement did not 
come from his office. 

“However,” he said, “I certainly want 
to eliminate fly-by-night practices. 
want to prohibit men from coming in 
here from other states, putting on health 
plans, jumping from county to county 
taking money from widows and orphans 
by misrepresentation, and then skipping 
out of the state. Our citizens must be 
protected. I think the provision in the 
code requiring credit reports and photo- 
graphs would eliminate these abuses.” 

Alfred J. Lewallen, general agent for 
Mutual Benefit Life, made several perti- 
nent comments regarding misleading ad- 


<The 
COMMONWEALTH 


GommenTary 


IF WE LOSE THE WAR 
AGAINST INFLATION 


it will prove more disastrous than complete defeat in Korea! 


Yes, it’s that serious. It’s even worse. 


If our economy collapsed, the country could easily be thrown 
into chaos and Joe Stalin’s fondest dream might be realized. 


Unfortunately, we are losing the economic war. The cost of 
living for the month ending February 15 rose 1.3% according 
to the Bureau of Labor statistics. This establishes a new high. 


What can you do? 


You can write your representative in Congress and demand 
stricter price and wage controls. Observe the controls that are 
already in force; don’t hoard; buy only the things you need; 
spend less, save more; and sell more life insurance! That 


makes others save. 


Insurance in force March 1, 1951 — $487,275,677. 
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vertising. 

Birger M. Salberg, general agent for 
Pilot. Life, asked Mr. Larson for his 
opinion on the provision in the code per- 
mitting the commissioner to review all 
advertising. 

Mr. Larson said: “There has been ad. 
vertising which is grossly misleading 
and confusing, such as the Blue Cross, 
Double Cross, and so on. Some regula- 
tion is probably needed.” 

In line with Mr. Larson’s suggestion, 
a group met the next day to draw up an 
outline of the views of the association, 


A. & H. Group Rate 
Filing Proposal 
Opposed in Pa. 


HARRISBURG—Proposed legislation 
requiring the filing of group A.&H. 
premium rates with the Pennsylvania 
department drew sharp criticism at a 
joint house-senate insurance committee 
hearing. The A.&H. men envisioned a 
future move to regulate rates in that 
field and indicated they would put up 
a fight against such action. 

Herbert Stellwagen, Indemnity of 
North America, chairmar of the 
casualty committee designated by the 
department to survey pending legislation 
in that field, told the committee group 
A.&H. companies could not properly 
file established rates because of the 
“highly dynamic nature” of this type 
of business. : 

Darrell O. Smith, American Casualty, 
representing H. & A. Underwriters Con- 
ference, declared the rate filing require- 
ment would “tend to stifle business” 
for companies in that field and cancel 
out their right to compete for new 
business. 

Life men came out against another 

senate bill to double from $20,000 to 
$40,000 the maximum coverage under 
group policies. Elbridge P. Bragdon, 
speaking for Pennsylvania Assn. of Life 
Underwriters and N.A.L.U., led the 
opposition to any upward change in the 
amount of group life policies. 
_ Proposed amendments to the state’s 
insurance company law of 1921 were 
discussed at length at the hearing. 
Willis H. Satterthwaite, counsel for 
Penn Mutual and chairman of the life 
insurance industry committee designated 
by Commissioner Leslie to study the 
legislation, reviewed the changes affect- 
ing life insurance at length. 

Conversion provisions opening a new 
period of contestability were objected 
to by Albert Adams, president of the 
Pennsylvania association, who branded 
the change as “poor public relations” 
for the life insurance industry. 








Mutual Tests Air Defenses 


Mutual Life of New York held its 
first test air raid drill at the home office 
and moved 1700 employes to sub-base- 
ment shelters in approximately eight 
minutes. 

Personnel on the first 13 floors of the 
building were involved in the test. Fu- 
ture experiments will include employes 
of tenant firms. 

The company has a fully detailed 
plan for air raid defense involving the 
naming of floor and section wardens, 
distribution of flashlights and badges to 
defense squad leaders, and the coordina- 
tion of elevator operation, the building’s 
intercommunication phone network, etc. 

Every employe of the company from 
president down took part in the test. 
Personnel returned to their desks in 
about 22 minutes. 


Only Six N. Y. Disputes 


For the first time since the New York 
new non-occupational disability benefits 
law became fully effective last July 1, 
the workmen’s compensation board this 
week held panel hearings to adjudicate 
cases appealed to the board for decision 
because claims to off-the-job disability 





benefits had been disputed by employers. 


or insurers. There were only six. 
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C.E.D. Has Program Treasury Indicates Willingness to 
Confer on Integration Regulations 


to Reduce Budget, 


Increase Revenues 


WASHINGTON — Prominent insur- 
ance executives figure in the program 
of the Committee for Economic De- 
velopment for reducing the federal 
budget by $6 billion for 1951-52, and 
increasing revenues by $10 billion, which 
was released by the committee Thursday. 

George L. Harrison, chairman New 
York Life, is member of the C.E.D. 
research and policy committee; Frazar 
B. Wilde, president Connecticut Gen- 
eral, is member of the fiscal, monetary 
and debt management policy subcom- 
mittee; Carrol M. Shanks, president of 
Prudential, and Messrs. Harrison and 
Wilde are among C.E.D. trustees. 

The committee’s program includes 
tight restriction on credit expansion and 
encouragement of private savings. 


Tax Increase Proposals 


Tax increase proposals would pro- 

duce the following estimated annual 
vields at rates indicated: 
” Defense profits tax to bring combined 
corporate income tax on profits exceed- 
ing $25,000 to 50%, to yield $1 billion, 
in addition to excess profits tax. 

Additional 5% on taxable individual 
income after present exemptions and 
present tax, yield $3.85 billion. 

Increased excises on liquor, tobacco 
and gasoline to yield 30% more revenue 
or $1.4 billion. 

Increases on autos and other consum- 
ers mechanical durable goods, yield $1.1 
billion. 

New retail 5% excises on articles and 
services now exempt, except food, hous- 
ing, fuel, utilities and certain items diff- 
cult to tax, but applying to clothing and 
household furnishings, yield $2.75 billion. 

Miscellaneous revisions and closing 
loopholes, to yield an unknown amount. 





Pease Heads All Legal 
Activities of N. Y. Life 


Ferdinand H. Pease has taken over 
supervision of the entire legal staff and 
of all phases of 
New York Life’s 
legal activities. 
Mr. Pease previ- 
ously shared di- 
rection of the of- 
fice of the general 
counsel with Dud- 
ley Davis, who is 


retiring. 
Mr. Pease joined 
New York Life 


in 1923 as assist- 
ant to the general 
counsel and in 
1943 was appoint- 
ed general coun- 
sel in charge of the insurance law divi- 
sion. He participated in the work of 
Life Insurance Assn. of America in con- 
nection with the study of the effect 
upon insurance of the S.E.A.U. case. 
A graduate of the University of Ver- 
mont, Mr. Pease received his law degree 
from George Washington university and 
at one time had his own law firm at 


New York City. 





F. H. Pease 





Detroit Agent Arrested 
in $25,000 Embezzlement 


Cyril F. Grein, 53, agent and former 
manager of Union Mutual Life at De- 
troit, was arrested there and charged 
with embezzling $18,000 in premiums 
paid by Dr. Shirley B. Gilroy of De- 
troit. Police said he had taken a total 
Of $25,000 from five policyholders. They 
also said that Mr. Grein had attempted 
restitution and that Dr. Gilroy had re- 
ceived payments under the terms of his 
annuity even though premium payments 
never reached the home office. 

Bond was set at $5,000 pending ex- 
amination April 10. 


By HENRY HALLAM 


WASHINGTON — The internal rev- 
enue bureau is willing to confer with 
representatives of the life insurance 
business with a view to working out a 
more acceptable plan for integrating 
pension plans with social security, ac- 
cording to bureau sources. 

As a result of a recent conference 
with Nathaniel H. Seefurth, Northwest- 
ern Mutual, Chicago, chairman of the 
National Assn. of Life Underwriters 
federal law and legislation committee, 
and Carlyle Dunaway, N.A.L.U. counsel, 
the joint federal taxation committee of 
American Life Convention and _ Life 
Insurance Assn. of America will seek a 
conference with Treasury officials at 
which an effort will be made to reach 
an agreement on regulations that will 
not be discriminatory against pension 
plans based on individual life insurance 
or retirement annuity policies, as would 
be true of those the bureau has been 
contemplating issuing. 


New Ruling Under Consideration 


Revenue bureau sources confirmed 
that the bureau has under consideration 
a ruling on integration of private pen- 
sion and retirement annuity plans with 
social security on a basis that would 
permit an employer to pay 3744% of 
the excess over $3,600 a year annual 
compensation under a non-contributory 
plan providing for no death benefit, but 
would allow only 30% of such com- 
pensation if death benefits were pro- 
vided. The proposal would reduce the 
present 40% to 374%% for pension ben- 
efits under a non-contributory excess 
plan. 

Official sources also confirmed that 
the bureau is considering fixing 30% as 
the maximum limit for plans funded by 
the typical annuity contract with 10 


years certain. This is estimated as a 
20% reduction. 

However, officials would not say the 
above would be the final outcome, as the 
matter has to go through “channels” 
before any final outgiving on the sub- 
ject. 

Whether or not there will be formal 
hearing at the bureau on the above 
outlined proposals is a question of pro- 
cedure, officials said. Whether a ruling 
on the integration proposal would come 
under the administrative procedure act, 
which requires advance publication of 
proposed rulings, etc., in the Federal 
Register is up to the bureau’s chief 
counsel, 

Officials indicate they are not dis- 
turbed over Mr. Seefurth’s perturbation 
over the proposals. It was pointed out 
that if the bureau should issue a ruling, 
it is “not necessarily permanent,” but 
can be revised or even adjudicated in the 
courts. The bureau has been “slapped 
down” before this many times, it was 
said. If a proposed ruling is published 
in the Federal Register, views can be 
presented to the bureau by anybody in- 
terested during a limited period. 

Bureau officials say they have the job 
of trying to compare the kinds and 
amounts of benefits provided by social 
security with benefits provided for in a 
given employer’s plan. If it is desired 
to mesh the two systems of benefits to- 
gether, officials say, then, if the bureau 
is going to have any test or measuring 
rod as to how much an employer can 
give to employes above $3,600 a year, 
the bureau should make a fair compari- 
son of benefits of the respective plans. 

The same kind of benefits as under 
social security can be given to persons 
receiving more than $3,600 compensa- 
tion, or other and different benefits can 

(CONTINUED ON PAGE 23) 








vaded Gaul. 





Competition 


In the year 422 A.D. the Romans and the Persians 
made peace, religious freedom was granted the Chris- 
tians in Persia, and the Zoroastrians in the Roman Em- 
pire. Twenty-two years later the Saxon invaders landed 
in England, and twenty-two years later yet Attila in- 


The significance of the year 422 A.D. is merely that 
it was 1529 years ago. And the significance of 1529 
years is that the 15 oldest American life insurance or- 
ganizations represent 1529 years of business operation. 


There are 12 life insurance companies in the United 
States which are over 100 years old, and three others 
which are in their hundredth year. 


The point is that these 15 oldest companies have 
reached their age not by invasion, but throughout a com- 
petitive period which is representative of the success of 
free enterprise in this country. The largest company 
today was eighteenth in size in 1875. And the company 
which led in 1875 is now niuth. Both companies are 
successfully in business today. 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Columbia Sets Up 


Center to Study Top 
Management Field 


Stalson Directs 
Development of Life 
Company Leaders 


Columbia University has established 
a life insurance management research 
center to provide long-term study of 
the top-level management problems of 
the life insurance companies. J. Owen 
Stalson is director 
of the center which 
forms part of the 
expanded program 
of insurance re- 
search and instruc- 
tion under Prof. 
Ralph H. Blanch- 
ard. The center 
will not duplicate 
work being done 
by the business or 
by other universi- 
ties which carry re- 
search into special 
portions of the 
; highly departmen- 
talized life insurance business. It will 
instead concentrate on the over-all 
aspects of life company management at 
the highest levels with the design of 
making life executives not better spe- 
cialists in such lines as investment, 
actuarial, underwriting or marketing but 
better members of the top-management 
team of the companies. 

According to Prof. Blanchard, the 
center does not try to anticipate in de- 
tail where research on top management 
problems will lead at this point. The 
immediate objectives are to analyze the 
work organization of the life companies 
to define the major problems of man- 
agement, to learn how the companies 
are handling these problems and to 
develop ways in which management 
techniques might be improved. It is 
expected that the center’s research find- 
ings will be made available to graduate 
students and to the industry in courses 
of instruction, short seminars and pub- 





J. Owen Stalson 


lications. The graduate school of busi- 
ness has already announced a new 
course in life insurance. management 


problems to be opened to graduate stu- 
dents and to men and women in re- 
sponsible positions with life insurance 
companies. The center will produce 
material for use in a six-week manage- 
ment course for life executives to be 
given at Columbia in the summer of 
1952. The short seminars for top-level 
life insurance executives will also draw 
upon the center for information on spe- 
cial over-all management topics. It is 
expected that the center will produce 
monographs on specific problems of 
interest to life insurance executives and 
a text or casebook on management 
problems in life insurance for use in 
teaching material at Columbia and other 
schools. 


Dr. Stalson’s Record 


Dr. Stalson is a graduate of the Uni- 
versity of Minnesota and entered life 
insurance in 1928 as an agent of Penn 
Mutual at Chicago. He later became 
supervisor, assistant manager and gen- 
eral agent there for Home Life of New 
York. He entered Harvard business 
school in 1933 and earned master’s and 
doctor’s degrees there. He was on the 
research staff of the Harvard business 
school for a number of years and one 
of the products of his work was the 
book, “Marketing Life Insurance.” He 
went to New York in 1944, following 
release from the air force to become a 
consultant. with the war production 

(CONTINUED ON PAGE 23) 
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Scholefield Head 
Small Companies 
Group of L.1.A.M.A. 


James E. 
of North American 
was elected chair- 


vice-president 
& Casualty, 


Scholefield, 
Life 


man of the Life 
Agency Manage- 
ment Assn., small 


companies commit- 
tee at the closing 
session of the small 
companies con- 
ference at Edge- 
water Beach Hotel, 
Chicago. 

He succeeds E. 
A. Frerichs, agency 
vice-president Se- 
curity Mutual of 
Nebraska, who will 
serve as an ex offi- 
cio member of the 
next year. 

Committee members named for a 
three-year term include Roger Bour- 
land, director of ordinary agencies Lib- 
erty Life; H. E. Lumsden, superintend- 
ent of agencies Northern Life of Can- 


J. E. Scholefield 


committee for the 








ada, and Frank Whitbeck, vice-presi- 
dent Union Life. 

Mr. Scholefield has been a mem- 
ber of the small companies commit- 
tee for two years and is also active on 
the association’s A. & H. committee. 





Eases Personnel Shortage 
by Using Some 10 to 4 


The difficulties of securing sufficient 





qualified personnel by the companies, 
both fire-casualty and life, gradually are 
increasing. New York City may not be 


quite as badly off in this respect as 
some of the other insurance centers. 
Reports indicate that Hartford, which 
is a large airplane manufacturing center; 
Philadelphia, Baltimore and other cities 


are being pinched in this respect a 
little more sharply. 
Tapping Every Source 

Personnel men are tapping every 


likely source, including older men who 
have retired but who want to piece out 
their income. One company tested out 
an idea for several years which is now 
proving useful. This is to hire married 
women to work from ten until four, as 
“long time temporary employes.” They 
do not share in group life insurance, 
hospitalization or pension plans, but do 


get a proportionate vacation with pay 
and allowance for sick leave. The aver- 
age age is between 35 and 40. 

This company’s experience shows they 
are good workers (some of them are 
former employes), that they stay on 
for a long time, etc. The women need the 
money or they do not have enough to 
do at home, if they have no children 
and live in an apartment. 


Okla. Investment Bill Passed 


An Oklahoma bill authorizing foreign 
and domestic insurers to make invest- 
ments in buildings and warehouses in 
cities in the state is now awaiting the 
governor’s signature. 





Correction on L.A.A. Dates 


The dates for the north central round 
table of the Life Insurance Advertisers 
Assn. at Excelsior Springs, Mo., are 
April 27-28 and not April 26-27, as 
shown in last week’s list of convention 
dates. 

Darrell G. Hinkle, Guarantee Mutual 
Life, is chairman. Others on the com- 
mittee are Richard S. Haggman, Kansas 
City Life; W. C. Ellis, American Mutual 
Life; R. B. Watkins, Security Benefit 
Life of Topeka; Jack T. Watson, Bank- 
ers Life of Iowa; Thomas W. Byrnes, 
Equitable of Iowa, and Robert T. Grif- 
fiths, Business Men’s Assurance. 





can afford NOW.” 








HOME OFFICE: 
NEWARK, N. J. 


Prudential security plans sell because they serve. 





Doctor Morton Stone of Texas just found a way to provide the protection his family needs 
while he’s meeting the expenses of building a new practice, Thanks to Prudential’s Modified 
5 policy, Dr. Stone’s premiums during the first 5 years are 50% less than in later years. Dr. 
Stone has $15,000 of Modified 5. At age 26 this valuable protection costs him less than $16.00 
a month for the first 5 years—only $30.90 a month after that. And dividends — usually pay- 
able beginning with the end of the second policy year — reduce this low cost. 


John Dobbs, The Prudential man who sold this plan says, “Last year our Company sold over 
383 million dollars of Mod 5 alone. I’m out to get my share of this profitable market. I ex- 
pect to sell a lot of Modified 5 to young professional men because the Mod 5 is a plan they 


The above facts are based on an actual case in our 
files, but of course, true identities are not shown. 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE: 
LOS ANGELES, CALIF. 


CANADIAN HEAD OFFICE: 


$ TORONTO, ONT. 


Fight A. & H. Rate 
Regulation in N. C. 


RALEIGH, N. C.—The blame for 
any wrongdoing in the sale of insurance 
as a requisite with loans lies with the 


lending companies, not with the insur. | 


ance business, a legislative committee 
was told during a public hearing op 
charges by State Banking Commissioner 


Hood that a “legalized racket” has de. | 
veloped in the small loans business with | 


regard to the sale of A. & H. policies, 
The hearing produced appointment 
of a five-man subcommittee to make a 


full scale investigation of the matter, | 


including the possibility of divorcing 
insurance by statute from the entire 


lending business. 
Hood had _ recon- 


Commissioner 
mended that Insurance Commissioner 


Cheek be given authority to regulate | 


A. & H. rates in order to prevent ex. 
cessive premium collections, but insur- 
ance representatives protested that rate 
regulation is not the answer. It is the 
loan companies, not the insurance rates, 
which need regulation, asserted Julius C. 
. Smith, vice-president and general coun- 
sel of Jefferson Standard Life, speaking 
on behalf of the companies. 

“If you cut every A. & H. rate in 
half and let the small loan companies 
continue to operate as they now are,” 
Mr. Smith said, “the evil would still 
be there. What should be studied is the 
problem of stopping these small lend- 
ers from their nefarious practices.” 


Terms Charges “Horrible Injustice” 


Commissioner Hood’s charges have 
done a “horrible injustice’ to State 
Capital Life of Raleigh and the insur- 
ance ‘business in general, Mr. Smith as- 
serted. The commissioner had referred 
to State Capital in connection with pol- 
icies sold by several of the loan con- 
panies in the state. 

Dudley Porter, Jr., associate general 
counsel of Provident Life & Accident, 
who said he had been authorized to 
speak for H. & A. Underwriters Con- 
ference, asserted that no state now has 
a law directly regulating A. & H. rates. 
This demonstrates, he declared, “that 
there is a feeling throughout the country 
that the regulation of A. & H. rates 
is basically unsound.” 

Messrs. Porter, Smith and other in- 
surance spokesmen contended that the 
A. & H. field is “extremely competitive” 
and that rates are, as a consequence, 
not excessive. Hugh Murray of Raleigh, 
former president of National Assn. of 
Mutual Insurance Agents, said rate 
regulation would mean standardization 
of policy forms and would eliminate 
much of the competitive element. He 
suggested that the state raise its stand- 
ards for agents as a means of attacking 
the small loans situation. 

The suggestion that insurance be 
divorced from lending came from Sen- 
ator R. Posey Jones, a member of the 
insurance committee, who subsequently 
was appointed to the sub-committee. 
Making it clear that he referred to in- 
surance sold by banks as well as by 
the smaller lending agencies, Jones 
asked Commissioner Cheek’s opinion. 

Such a proposal, Mr. Cheek replied, 
“probably would blow the roof off the 
capitol, but if you can get it through 
the assembly I will certainly enforce 
it.” 
The sub-committee has in hand two 
bills, one urging immediate regulation 
of A. & H. rates, and the other, favored 
by the insurance department, to pro- 
vide for a study of the situation during 
the next two years. Both were opposed 
by the industry. eae 

Still another measure, also providing 
for a study but broadening it to cover 
the entire area of insurance and loans, 
is before the senate committee on banks 
and currency. 





The Massachusetts house has passed 
and sent on to the senate a bill permut- 
ting cities and towns in the state to pay 
40% of the cost of group life insurance 
for full-time permanent public employes: 
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Guardian’‘s Eastern 
Regional Held at 
Atlantic City 


At the eastern regional meeting of 
the Leaders Club of Guardian Life at 
Atlantic City, the opening session with 
Agency Director George L. Mendes 
presiding, featured the presentation of 
awards by President James A McLain 
to production leaders in the 1950 club 
year. Following an address by John J. 
Sutton, president of the Leaders Club, 
first-time qualifiers were initiated into 
the club. : 

Edwin J. Phelps, agency director, was 
the second day, which in- 











National of Vermont General 
Agents Meet in Florida 


Addressing the conference of the gen- 
eral agents association of National Life 
of Vermont, Deane C. Davis, company 
president, said that his company has 
decided not to follow the trend of many 
others in entering the group field, be- 
cause of its geographical location and 
because the general agency and officer 
forces are skilled in the individual policy 
field. The meeting was at Hollywood 
Beach, Fla. Other officers of the com- 


pany spoke, as did a number of the gen- 
eral agents. The president’s trophy was 
presented to Harold Dillon of Atlanta 
as the No. 1 agency during 1950. Those 
agencies which followed in order and 
were presented trophies by C. Vance 
Shepherd, vice-president in charge of 
agencies, were Harold Smyth, Hartford; 
R. Clinton Meadows, Binghamton, and 
Robert P. Burroughs, Manchester, N. H. 





Tops $1 Million in Paid Claims 


Erhardt G. Schmitt, associate general 
agent of Aetna Life at New Haven, has 


passed the $1 million mark in claims 
paid on life policies written by him since 
entering the business 28 years ago. Mr. 
Schmitt has qualified for the Aetna 
Corps of Regionnaires, an organization 
of the company’s leading salesmen, every 
year since it was founded in 1928. He 
has also been a member of the Million 
Dollar Round Table. 





E. Taylor Chewning of Washington, 
D. C., president of United Clay Prod- 
ucts Co., has been elected a director of 
John Hancock. 
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Harold J. Cummings, right, president of 
Minnesota Mutual Life, presents the presi- 
dent’s cup for the leading volume of ordi- 





nary paid business in 1950 to C. E. Charles, 





a general agent at Denver. Robert W. Har. 

: - per of the Denver agency was the leading 
y personal producer for the second consecu- 
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Added | Duties for 
Plumley, Willson 


State Mutual Life has designated H. 
vice-president 
who shall have the responsibilities of the 
the latter’s 
absence. Because Mr. Plumley will de- 
vote his time primarily to general man- 


Ladd Plumley as _ the 


president in the event of 


Correct Companion Life 
Lapse Ratio Showing 


The 56.72% in lapse ratio for Com- 
panion Life shown in the table of lapses 
and surrenders in the March 16 issue of 
THE NATIONAL UNDERWRITER is unusually 
high for an additional reason than that 
the company is young and all its busi- 
ness was new, as explained in the news 
material accompanying the table. 


Ill. Public Employe Fund 
Deficiencies Are Mounting 


A_report of Insurance Director Day 
of Illinois shows that the 168 public 
employe retirement funds in Illinois 
have assets totaling $249,635,895, and 
that accrued liabilities amount to $730,- 
950,204, resulting in an accrued actuarial 
deficiency of $481,314,308. This sum- 


A mary covers the last two years and ©" companies domiciled in the state. 


—. 


Conn. Insurers Urge 


Tax Revision Bill 


HARTFORD — Spokesmen for most 
of Connecticut’s insurers urged a legis. 
lative finance committee to Pass a pro- 
posed law to speed up the gradual re. 
duction of interest and dividend taxes 





ratio 


more accurate representation of the shows that the accrued actuarial defi- !here was no expressed opposition, 





A. R. Willson 


H. Ladd Plumiey 


agement duties, the title of secretary— 
group division, which he previously held 
along with the title of vice-president, 
will be transferred to Alan R. Willson 
in charge of the over-all management 
of ‘the group division. 

Mr. Willson, on his graduation from 
Cornell in 1937, joined Travelers’ group 
department at the home office and two 
years later was made group field serv- 
ice representative in Philadelphia, fol- 
lowing which he was advanced to sales 
and service work at Kansas City. Fol- 
lowing navy service he joined State 
Mutual as a group division home office 
representative and opened the com- 
pany’s group office at New York City. 
Last August he was transferred to the 
home office as assistant 
group division. 
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brings it down 
16.45%. 

The in-force total for Companion Life 
at the beginning of 1950 was 


ous five months. 
went into business Aug. 1, 1949. Lapses, 
however, resulted from issues 
17 month period to the end of 1950. 
The relation of 17 months of lapse 
volume to five months of issue 


reduced to 16.45% if business issued dur- 
ing 1950 was added to in-force at the 
beginning of the year. 

The discrepancy appears in the figures 
of all companies but is especially notice- 
able for a new company where the ef- 
fect of new business is much greater. 
The effect is not seen in a large com- 
pany whose in-force is 10 or 15 times 
the amount issued during the year. 


new issues are exposed to the risk of 


dar year of issue for one-half year. They 
increase the in-force at the beginning of 
the year by an amount equal to one-half 
the new issue. The resulting ratio is 
much smaller. 





General American Life has 


$25,000 toward a fund of more than 


slum clearance plan in St. Louis. 





to ciency during that period increased $68,- 


598,213 or 17%. 


The report comments that as these de- from 442 to 242% by 1955, was Walter 
derived ficiencies exist practically every retire- WW. Walsh of New Haven, former state 
from business issued during the previ- ment fund and system in the state is 
The company first actuarially insolvent, but that this is 
not alarming if the amount deficient is 
over the properly controlled. The funds are ex- 
plained to be operating on the theory 
that the accrued liability can be taken 
produced care of by payment of interest each year 
a disparity. The ratio would have been on the estimated amount. 
terms it essential to avoid by continual 
analysis an increasing deficiency which 
might eventually prove to be the de- 
Struction of the funds. 





TDB Is Not OASI 


The New Jersey division of employ- 
ment i 
state disability benefits law, has been 

Some statisticians prefer an approxi- swamped since Jan. 1 with hundreds of 
mation determined by assuming that Teduests to pay benefits under non-exist- 

ing programs and those not handled by 


lapse, on the average, during the calen- the agency. 


security, which 


Manv_ workers 


secretary— $2 million being raised to finance a age and survivor's insurance and does 
not involve the state program. 


brought 
amended federal social security act be- 
lieved that such coverage also entitled 
them to the benefits of unemployment 
and _ disability 
agency points out that the new coverage 
extended to domestic workers, regularly 
pledged employed agricultural workers and the 
self-employed, is confined to federal old 


insurance. 


Chief advocate of the bill, which would 
lower the interest and dividend tax rate 


tax commissioner, 
than 20 companies. 
Also urging its passage were B. M. 
Anderson, Connecticut General Life; 
Gladden W. Baker, Travelers: C L. 
Allen, Aetna Fire; B. L. Holland, 
Phoenix Mutual Life; Manning W., 
Heard, Hartford Fire; Berkeley Cox, 
Aetna Life, and Commissioner Allyn. 
Mr. Walsh told legislators the pro- 
gram to reduce the tax gradually was 


representing more 


The report 


Ls 





begun in 1945. A similar bill calling for 
further decreases was passed in 1949 for 
a two-year period. 

Studies of estimated income from the | 
taxes on premiums, he said, indicate 
that an accelerated program of rate re- 
duction will not cause a loss in insyr- j 
ance tax revenue to the state. Taxes on 
premiums increase enough each year to 
make up for a reduced tax on interest 
and dividends. 

Mr. Anderson said that the insurance 
business is highly competitive, and that 
Connecticut companies often can’t meet 
the lower premium rates of out-of-state 
insurers because of the tax on interest 
and dividends, which the latter don't 
pay. 


administers the 


under the 


The state 





Frank N. Marr has been elected a di- 
rector of Great Northwest Life. He is 
president of Spokane-Idaho Mining Co, 
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Altred MacArthur 
Named Director of 
Ill. Bankers Life 


Alfred MacArthur, chairman of Cen- 
tral Life of Illinois, J. B. Gallagher, 
vice-president and 
treasurer of Central 
Life, William Han- 
sen, secretary and 
treasurer of Stand- 
ard Life of Pitts- 
burgh, and Vernon 
Loucks, Chicago 
lawyer, were elect- 
ed to the board of 
Illinois Bankers 
Life of Monmouth 
this week. 

The board also 
includes E. H. 
Henning, president 
of Illinois Bankers, 
and Ray T. Smith, vice-president of the 
Alfred M. Best publishing company. 

All officers were reelected. 


Annual Statements Show 
Results of 1950 Operations 


MANHATTAN LIFE 

New paid-for ordinary sales of Man- 
hattan Life in 1950 totaled $47,610,622, 
a gain of 55% over 1949. Insurance in- 
force reached $253,037,872 at the end 
of 1950, a gain of 14%. Assets gained 
11% to total $60,861,011. Premium in- 
come during 195@ was $10,437,982 and 
$8,801,587 in 1949. Payments to policy- 
holders and beneficiaries during 1950 
were $4,463,508 compared to $3,817,865 
the previous year. The net yield on in- 
vestments was 3.11% in 1950 against 
2.93% in 1949. The average policy, in- 
cluding juvenile, was $6,057 in 1949 
and $6,430 in 1950. 





Alfred MacArthur 








REPUBLIC NATIONAL LIFE 

Republic National Life’s insurance in 
force increased to $310,369,600 in 1950. 
Assets increased $2,162,888, to total $51,- 
837,404. Premium income was $8,885,- 
778, including $2,658,979 of A. & H. 
premiums. Benefits to policyholders 
amounted to $5,623,079. Capital and 
surplus reached $1,328,461. 





RESERVE LIFE 


: Reserve Life’s income from hospital- 
ization insurance amounted to $22,738,- 
345 during 1950 and new life business 
brought total insurance in force to more 
than $40 million. Assets at Jan. 1 were 
$13,719,016, a gain of about $3 million. 
Capital and surplus increased nearly $1 
million to $2,486,595. The company 
now has more than $7 million invested 
in first mortgage loans, 80% in Texas 
properties. 





Set Combination Company 
Conference for June 18-20 


The Life Agency Management Assn. 
Conference for combination companies 
will be held June 18-20 at the Green- 
brier, White Sulphur Springs, immedi- 
ately following the Life Insurers Con- 
ference meeting there. Company offi- 
cers attending the earlier meeting have 
been invited to stay over for the con- 
ference. Orville E. Beal, vice-president 
of Prudential, is chairman of the com- 
bination companies committee. 

The conference theme will be “Agen- 
cy Turnover Under Today’s Condi- 
tions.” Current practices and plans of 
companies to combat high turnover are 
now being assembled by the committee 
and will be covered in open discussion. 
The popular “idea of the year” exhibit 
will again be featured. 


Life Legislation in lowa 

PES MOINES—The lower house of 
= Towa legislature passed and sent to 
ay senate a bill which would permit 
Taternal societies to write policies 


up to $5,000 without medical examina- 
tion. The limit is now $2,000. 

The senate insurance committee re- 
ported out for passage the house-ap- 
proved bill setting up agent qualifica- 
tions for life agents. 





Idaho Legislature Passes 
Many Insurance Measures 


The Idaho legislature has passed sev- 
eral bills sponsored by the insurance de- 
partment. Made effective Feb. 22 were 
a bill to strengthen the present laws re- 


lating to the suspension and revocation 
of certificates of authority; and one re- 
lating to the authority of the insurance 
commissioner to hold hearings and to 
outline the right of appeal; also vesting 
authority in the commissioner to control 
mergers, rehabilitation and liquidation 
of insurance companies. 

Bills which will be effective May 11 
include the unauthorized insurers serv- 
ice of process measure, also allowing 
attorneys’ fees for defense of unauthor- 
ized insurers; standard provisions for 
group disability insurance; amending 
the code so that any domestic insurer 


having 50% or more of its gross assets 
invested within the state, shall pay 1% 
premium tax; extending the scope of 
eligible investments for insurers, and an 
omnibus bill changing sections relating 
to beneficiaries of fraternal societies and 
distribution of funds of fraternals. 


LOMA Graduates Meet 


Society of Life Office Management 
Assn. Institute graduates will hear 
Stephen B. Furth of International Busi- 
ness Machines discuss recent develop- 
ments in I.B.M. techniques April 5. 











The above is a reproduction of Harold W. Bauer's success 
story as told by his wife and as it appeared in Life 
Insurance Magazines recently. Like most Minnesota 
Mutualites he attributes his plish ts to the Com- 
pany's exclusive Organized Sales Plan and the unique 
SUCCESS-O-GRAPH*. A copy of Mrs. Bauer's story will 
be sent to you upon request. 





FRANK J. GAVIN 






EARLE M. MOORE 


St. Paul Los Angeles 


Men of wide and rich experience, each a specialist in a particular field—forward-looking, energetic 
men of enterprise and initiative balanced by hard-headed, practical viewpoints—such are the men 
who fix the policies and guide the activities of the Minnesota Mutual Life Insurance Company. With 


pride we present here one Member of the Board of Trustees and one General Agent of the Company. 


Frank J. Gavin St. Paul, has been ‘workin’ on the railroad" since 1897— 
today is one of this country's best-informed railway executives. Starting 
as office boy and ticket sorter he successively became a chief clerk in 
1900, material clerk in 1903, time-keeper in 1906, chief clerk in a super- 
intendent's office in the same year, trainmaster in 1911, division super- 
intendent in 1916 and an assistant general superintendent in 1917. After a 
year's service as general superintendent of the Western District he was 
advanced to assistant general manager of all Great Northern lines East 
of Williston, North Dakota. Soon he was general manager of lines East 
with headquarters in Duluth, Minn. 


Mr. Gavin returned to St. Paul as assistant to the President in 1936, and 
became Executive Vice President in 1939. In the same year he was 
elected President of the Great Northern Railway Company, to which he has 
devoted his entire career. 


Founded as the St. Paul, Minneapolis & Manitoba Railway in 1879 by the 
“Empire Builder’ James J. Hill and associates, the enterprise became 
Great Northern Railway in 1889. On a system 8,221 miles in length, Great 
Northern's trains carry freight, passengers, mail and express in the area 
between the Great Lakes and the Pacific Ocean through ten states and 
two provinces in Canada. The railway's principal ssenger trains the 
“Empire Builder''—a streamliner—and the ‘Oriental Limited,’ operate 
daily between Chicago and Seattle-Portland. 


The company has 28,355 full-time employes and 35,484 stockholders. Great 
Northern's gross revenue in 1949 was 267, and the company 
represents a capital investment of more than 731 million dollars. 


Mr. Gavin is a Director of the Great Northern ser First National 
Bank and First Trust Company of St. Paul, Chicago, Burlington & Quincy 
Railroad, Colorado & Southern Railway and Western Fruit Express. He 
is President and Trustee of the Spokane, Portland and Seattle Railway 
System, owned jointly by Great Northern and Northern Pacific Railways; 
President and Director of the Glacier Park Company, a Great Northern 
subsidiary. In the past eleven years he has served several terms as a 
Director of the Association of American Railroads. He was elected a 
Trustee of the Minnesota Mutual, October 9, 1939. 


Copyright 1950 The Minnesota Mutual Life Insurance Company 


-- 


Earle M. Moore Los Angeles, General Agent also started his career “work- 
in’ on the railroad,'' but soon decided upon the Life Insurance Selling career 
which he has pursued so successfully for 25 years. At the start of the roaring 
‘20's Earle was chief of the pass bureau at Topeka, Kansas for a large west- 
ern railroad. Soon after he transferred his affiliations to another western line 
to do special claims investigating in Texas and in San Francisco. But in 
he was bitten by the Life Insurance bug, joined a progressive aqenes in the: 
Golden Gate City and shortly moved on to Los Angeles. There he did per- 
sonal selling until 1929 when he was promoted to Assistant Agency Manager. 
By that time Earle and Merle Moore had been bitten by another bug—the 
glamor and the gentle climate of Los Angeles. 


In 1931 Earle was finally persuaded to retrace his steps to Missouri to 
become an agency supervisor for a mid-west insurance commase, Head- 
quartering in Kansas City as Agency Manager he established agency 
offices in St. Louis Omaha and Oklahoma City. In 1933 he moved to the 
—— Home Office where he became Executive Vice President and a 
member of the Board of Directors. But still the Moores were haunted by 
the memories of Southern California. 


So with the enthusiastic approval of his wife "Merle," Earle Moore decided 
late in 1935 to ‘marry’ the Minnesota Mutual and Southern California 
once and for all. The next year he established the ‘Southern California 
Agency" at Los Angeles. Ever since the record has been one of constant, 
systematic, carefully planned growth as the agency's production during 
the past decade so eloquently shows. In 1940 paid business was $972,000; 
in 1945, $2,526,000 and in 1949, $4,147,000; in 1950 Earle says it shall be 
$6,000,000. Today Earle has about 20 full-time, carefully selected associates, 
each a career man in the Life Insurance business and the Southern 
California Agency constantly maintains its place among the Company's 
leading agencies in the country. 


Minnesota Mutual is glad indeed that the Moores liked Los Angeles so 
much that te could not long be content elsewhere. Earle Moore's 
plans for the further development of the Southern California area give 
great promise for the future. 


* Registered U. S. Patent Office 
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Southern Round Table Meet 


Another of the successful “hot ideas” 
sessions will feature the annual meeting 
of the Southern Round Table of Life 
Insurance Advertisers Assn. at the Bilt- 
more Hotel, Atlanta, May 13-15. 

Richard L. Hinderraann, Pan-Ameri- 
can Life, will be chairman of the hot 
ideas panel, which will present ideas 
that have clicked, unique solutions to 
advertising and sales promotions prob- 
lems, and wrinkles to make successful 
short cuts possible. 

Among those who have accepted as- 
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signments on that panel are John W. 
-ewis, Jr., All-American Assurance; 
John Hickman, Union Life; William 
Sexton, Great Southern; Holland Shield, 
Great American Life; Marion Davis, 
Provident Life & Accident; Henry Mor- 
row, Life of Georgia; John MacDuff, 
State Reserve Life; John Blalock, Lib- 
erty Life, and Charles J. Williams, 
Peninsular Life. 


Tops District Agents 

A $100,000 ordinary policy with a 
$300,000 decreasing term rider was the 
largest case placed by a Prudential dis- 
trict agent last year. It was written by 
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Dial 


Edition Now Ready! 


Here are the answers to those 
bothersome questions concerning 
brokerage cases, prospects your 
eompany doesn’t write, the facts 
you need to serve your clients well 
—all in one place and carefully 


indexed for your convenience. 
your c nc Gro 


To get your “answer” instantly, 
simply check the topical index of 
the New “Who Writes What?” and 
turn to indicated page. There, all 
in one place, is the list of com- 
panies that write the contract you 
have in mind—and what they do 
about it. Agents often tell us of 
substantial extra business sold as a 
direct result of using “Who Writes 
What?”. 


MAIL 





TODAY 
- « - Managers . 


the UNusual... 
“Who Writes What?’ 


WHO IS WRITING .. . 


Accident Expense Reimbursement? 
Aviation Accident? Polio? 
Aviation Life?—Who, How? 
Combination Life and Annuity? 
Credit Life and Disability? 
Deferred Survivorship Annuities? 


Disability Income for Women? 
Double Indemnity—Age 0; Age 60? 
Extended Term on Sub-Standard? 
Family Group? Term to 65? 

Family Income—20 per $1,000? 
Group Deposit Administration? 
Group on Fraternal Organization? 


Hospitalization? Pension Trusts? 
Joint Contracts on 3 Lives? 
Juvenile—“Quintupled” at Age 21? 
Mortgage Protection? 
Overweights—Ulceer Cases? 

Policy Changes, by Contract? 
Single Premium Retirement Annuities? 
Short Term Endowments? 

Single Premium Juvenile? 
Sub-Standard over 65? 

Temporary Annuities with Refund? 
Term at Older Ages? 5 Pay Life? 


And hundreds of other unusual cases 


to Know] Quickly 


who will write 





tells you at-a-glance 


betics 7?—(Selected Cases) 


up Permanent? $10 Disability? 





. » Company Executives 


USE THIS HANDY COUPON! 


(You may order one, 


Send me .... cop.... 1951 "WHO WRITES WHAT?" 














Quantity (0 Charge Our Account 
Prices 
“Who Writes PERIAD 55 po oiocccoitensas's o's 
What?" 
Each Company ............. 
1 ....$3.00 
6..... BS 
2 (2.60 ABA Ote .<.0ccccccvess 
50 .... 2.50 
eS icc oka bs Ses 


O Send C.O.D. 


I 

I 

I 

t 

"On Approval") i 
I 

! 

(1 Check Attached : 

I 


cette were esee 


To The National Underwriter Co., 420 E. 4th St., Cincinnati 2, Ohio 1 


Andrew Mead, Bayonne, N. J., and 
earned him a production credit of 
$280,000. 





Bankers of lowa Appoints 
Denver, Peoria Managers 


Bankers Life of Iowa has appointed 
Fred A. Karns manager at Denver to 
succeed R. D. Hamill who has been 





Fred A. Karns 


Cc. G. Newman 


promoted to manager of sales promotion 
at the home office. Mr. Karns has been 
supervisor at Denver for a year and 
joined the agency in 1948. 

Curtis G. Newman has been named 
manager of a new agency at Peoria. 
Mr. Newman joined Bankers Life at 
Elgin in 1946, operating out of Mc- 
Henry, Ill., and transferred in 1948 to 
St. Louis as supervisor. He served in 
the air force. 


Cleveland, Washington State 
Star in Ordinary Sales 


Among the large cities, Cleveland 
showed the greatest rate of increase in 
ordinary life insurance sales in Feb- 
ruary with a gain of 21%, according to 
L.I.A.M.A. statistics. For the first two 
months of 1951, Boston led with a gain 
of 22%. The figures for the leading 
cities, as reported by L.I.A.M.A. follow 
with the first figure representing the 
February increase and the second figure 
the first two month increase: Boston 18, 
22; Chicago 5, 9; Cleveland 21, 14; De- 
troit -1, 3; Los Angeles -7, 3; New York 
City 3, 7; Philadelphia 9, 13; St. Louis 
-8, -1. 

Among the states, Washington sales 
gained 33%, Idaho and New Hampshire 
each 28% and Wyoming 27% to lead in 
gain for February. 

For the first two months, New Hamp- 
shire led with an increase of 39%, Idaho 
and Washington were each up 31% over 
last year. 


Correction on Year-End Table 


In the table run last week showing 
figures taken from the year-end state- 
ment of companies, some of the totals 
shown for Savings Banks Life Fund of 
New York were incorrect. Surplus to 
policyholders should have read $1,019,- 
322; premium income, $5,342,973; ben- 
efits paid, $1,245,272, and total disburse- 
ments, $2,581,390. 











Why Executives Leave Large 
Concern to Head Small One 





ST. LOUIS—George B. Gordon, as- 
sistant secretary of Mutual Benefit Life, 
told St. Louis Life Insurance & Trust 
Council that there is a good reason tax- 
wise for executives of big corporations 
to resign to head smaller corporations. 
Today the high-salaried executive of the 
big corporation must pay as much as 
75% of his salary in federal income 
taxes, Mr. Gordon said. By heading a 
small company and paying himself a 
smaller salary this same executive could 
plow the balance back into the com- 
pany’s profits for expansion of opera- 
tions and could later dispose of his 
stock when the company has grown to 
proper proportions and pay the govern- 
ment only 25% of his profits in the 
form of long-term capital gains. Or he 
could continue to hold his stock interest 
and build up a substantial estate for 
his family, Mr. Gordon explained. 
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A Basket of Fruit 
For Roberts 


Everybody chipped in to send 
Roberts a “get-well-quick” note 
and a basket of fruit when he 
went to the hospital. 


Roberts paid an awful price 
for that basket of fruit. What 
he really needed was money— 
money to pay hospital bills, 
medical bills, and surgical bills, 


A good plan of Group insur- 
ance would have taken care of 


those expenses. 


Looking back on it now, he 
would have been more than glad 
to have paid the small amount 
of premium which would have 
paid for those big bills at the 
hospital. 


The costs of the hazards 
covered by Group insurance 
cannot be avoided. It is just 
a question of Who pays— 
When—and How Much. 


If you are a general broker or 
represent a company which does 
not write Group, we suggest that 
you call Home Life in your city 


on your next Group contact. 


Give us a chance to tell you 
about Home Life Group insur- 


ance plans. 


Home LIFE 


256 Broadway 
New York 8, N. Y. 
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Trend Away from 
Specialization 
in Life Agencies 


NEW YORK—The trend among 
agencies here is for less and less special- 
jzation among the agents themselves 
in favor of a broad knowledge of the 
entire field of potential customers. 
One general agent mentioned emphat- 
jcally that there were no specialists 


Two Prudential District 
Managers 30-Year Veterans 


Two district managers of Prudential 
rounded out 30 years with the company 
this month. They are Abraham Lieber- 
man, Mt. Vernon, N. Y., and George 
E. Walker, Bloomfield, N. J. 

Mr. Lieberman has been a consistent 
leader in ringing up sales records for 
Prudential. Head of the Mt. Vernon 
district office since 1943, he spent his 
early years with the company in various 


district offices in New York. He is a 
veteran of the first war. 

Mr. Walker became a district man- 
ager at Elizabeth, N. J., in 1937, and 
manager at Bloomfield in 1947. He has 
spent his entire Prudential career in 
New Jersey. 





Makes Rheumatic Fever Study 


A study by Metropolitan’ which 
traced survivorship among 3,000 persons 
having rheumatic fever at ages 1 to 20 
shows seven out of eight to be still liv- 


Indications are that most of the sur- 
vivors are leading quite normal lives. A 
large number of the older boys were in 
military service during the last war, 
many of them in combat units. 

Among the children with no evident 
heart damage during the acute episode 
for which they were nursed, survivor- 
ship after 10 years was at the rate of 
92%, and even among those with evi- 
dence of heart damage it was at the 
rate of 71%. 





Manufacturers Life has named Dr. C. 


ing at least 10 years later. J. Breithaupt as assistant medical officer. 





in his agency and that was the way he 
B wanted it. 

: This agent, and others who share 
his viewpoint, hold that a man who 
restricts his possible horizons also re- 
stricts sales. Demand for insurance, 
| they add, can fluctuate not only with 
; the seasons but amongst the various 
professions, businesses, _and trades. 
This, it is felt, works against an agent 
who is on easy ground selling only 
to—say—bankers. 

Preliminary training of new agents 
ft js aimed at familiarizing them not only 
wth types of insurance but with all 
| fikely categories of prospects. Hence 
F from the beginning he is now taught 
} to train his sights on the broadest 
market. 


Follow Up Group Sales 





= ~~ 








for 
YOUR OWN 

















end } A practical application of this work- 
note | | ing philosophy is cited by several 
| agents who make a practice of following 
he up group sales with individual policies 
in the same company or office. Aiming 
at employes in all types of work, this 
selling would of necessity entail the 
rice broadest possible scope. This blanket 
follow-up is held also particularly lu- 
hat crative for companies which write cas- 
ualty as well as life. 
Pe | There are of course the fringe cases, 
ills | where an agent happens to have made 
* | | ~ many valuable connections in a certain 
ills, | | field—and it is a temptation for him to 
} tay right there. Also, a scattering of 
agencies here report they have one or 
ure two men who concentrate on, for ex- ] 
f ample, doctors or lawyers. A few agents H 
« have had law training, which is invalu- ' Ly 
able to them in selling to lawyers. Me- ; 4 SS j 
dical training, background, however, is 
not held necessary for a solicitation of : 
he doctors. More valuable would be, say. a oe 
solid knowledge of programming. be 
4 in our js rosperity Contra 
int Stone Leaving Nebraska 
ive Post Because of Low Pay cematadieaiiibimale 
he LINCOLN — Insurance Director ” ; _— a 
Stone is leaving that office because of Compensation plan is separate from expense. Over- 
low pay, he told the Nebraska legisla- writings — 1st year and renewal —are yours! 
ture budget committee at a hearing. 
“The job ought to pay $10,000 but it Expense Allowance 
wont ever,” he said. He declared he Liberal expense formula, includes allowance to 
is losing money now at his $5,000 salary. cover office and field expense. 
A bill to increase his pay hit a con- 
® Stitutional snag, as the office is one Vested Overwriting Renewals 
which can’t be given higher pay more : aie 3 ‘ 
| often than once in eight years. pre ap — ane a Fe 
._ Budget committmen spoke of his work} Men who know your side of the picture — successful peeing apgdataadia ataaa 
or | , imhigh terms following the hearing. : Direct Mail and Unique Sales Plans 
————— . general agency men with years of experience on the firing ep 
es , Dr. Kenneth Brandon, assistant med-| ~ p é ' Result-proved direct mail for prospecting, easy-to- 
e : is osctor of Aetna Life, spoke on line — have seen to it that the Prosperity Contract is geared sell package plans, and successful training programs 
ocialized } fe i : : 
" the Bloomfield ‘lam Line, Clube ®"| to the needs of the men in the field. They helped plan and ROE SARE Sow ea: Gens gaeaeORR 
ty ‘Aids to Getting and Holding Good Agents 





write it. They knew bow to make it provide the kind of, ct _— 
cooperation and support others need to build and main-! ae, ae i aad pS a 
- .. continuing service fees . . . and an attractive re- 


tirement plan help you get and hold the best agents. 


Boston Manager 


mu | eeagege tain a really prosperous business. Find out for yourself 
r | | Stagg, III, the how The Midland Mutual Prosperity Contract helps build 
a bigger, better, more profitable future! Write today. 


The sure way To 667 and REEP good agent 


Boston for Con- 
Write” RUSSELL S. MOORE, Manager of Agencies, for details 








necticut General 
| Life, started with 
Connecticut Gen- 
eral at Newark in 
1946, was ap- 
POinted assistant 
Manager there in 


—- 














1948 and since 
ap autumn has The MIDLAND MUTUAL Life Insurance Company 
e home 
/  OmMce agency de- ‘250 E. BROAD STREET, COLUMBUS 16, OHIO 
earee Partment. H. J. Stagg, II 
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Indiana 1950 


Results Given 


All figures are for ordinary unless designated 
(G) for group or (1) for industrial. New busi- 
ness figures include business revived and in- 
creased as well as new business paid-for. 


INDIANA COMPANIES 




















New Business 


All States, Ala...... 


Acacia 
Amer. Hosp. 
Amer. atl. ... 6. 
Bankers Life, Ia. . 
Bankers L. & C.... 


Bankers Natl. 
Bankers Security.(G) 
Ben. Assn. Ry. Emp. 


534,102 
46,595,223 
38,500 
1,011,791 
3,652,920 
25,000 
13,000 
931,511 
125,000 
2,099,205 
95,623 
206,175 
3,724,744 
3,564,188 
17,797,809 
5,575,984 
847,404 
17,000 
1,442,679 
7,537,067 
6,737,523 
10,767 
3,494,093 
13,894,331 
5,295,105 
1,862,291 
192,120 
14,491 
3,743,172 
44,500 
480,044 
37,854 


In Force 


3 
161,398 
304,005 
13,150,597 
10,400 
5,449,315 
42,722,975 
7,089,698 
859,891 
629,709 
1,135,184 
971,624 
67,701,329 
77,504 
5,556,624 
14,283,245 
114,000 
36,000 
19,437,065 
170,000 
11,438,339 
2,116,988 
178,400 
2,271,269 
26,080,221 
34,772,408 
48,895,887 
6,641,238 
360,700 
9,183,229 
39,774,018 
36,795,173 
65,963 
18,813,553 
29,935,669 
3,688,723 
1,251,093 
322,771 
80,733 
10,929,447 
146,048 
773,106 
84,647 







































































LIFE INSURANCE 


New Business In Force Bene. Standard sad 
$ Sa 
Amer. United ..... aeeore §— asanese Ee? ---"-:>-- 
Brotherhood Mut... 4,037,667 14,454,967 BM. A. ------- Pa 
(G) 44,750 856,000 
Cotlege rth oss cee % ss apeecee’’ ‘Yeieeasee- Caeiret. Cate -->-» 
Citizens Nat'l. ..... 2,184,001 4,599,145 © jammy 
Empire L. & A. ... 6,568,454 34,760,998 (D 
(I) 19,711,184 56,359,691 . 
Guarantee Reserve. 9,943,521 21,323,222 Central, Ta... 
Hoosier Farm Bur.. 14,004,669 71,510,826 oy 
(G) 2,042,057 3,700,586 . 
Indianapolis ....... ee = 6“ Oe 
Inter-Ocean .... 13,000 19,500 « z 
Jefferson Nat'l ke ~~ shameace Fee ee 
bec ses 26,860 ne. crek 
Lafayette ......... 4,450,506 ° --RE00NOO eeteenn eee 
32,000 32,000 : Ey. 
Lincoln Natl. ...... Tm: “ne ee 

) 18,869,155 38,604,995 seat 
Mid-west. United .. 12,515,541 20,206,813 Constitution, Cal. .. 
P , (G) 509,800 3,387,000 re (G) 

MOOS oak censeese 5,355,542 371 Creat 

: : (G) 661,383 Credit, Ohio ee 

tate Life ........ 547,544 . : 
Dinedasd. .......... 4,046,524 Paty. ae be 
United Home ...... 16,182,794 Cee tee 
OUT OF STATE COMPANIES Domestic L. & A... 
Aetna Life ........ 6,829,575 63,349,562 (D 
(G) 79,413,484 214,024,550 Eagles Natl. ...... 

! 

“ELBOW ROOM” HELPS 

Our territory of 39 states and the District of 
Columbia is just right for us. It gives us the plenty 
of “elbow room” to undertake more than our share 
of the big job that life insurance has to do these 
days. 

The time is right for us to keep on growing and 
doing great things; so, we are being extra aggres- 
sive—getting out new, easy-selling policies; paying 
very liberal commissions; and offering coverage 
from ages zero to sixty-five on risks from preferred 
to sub-standard. 

| 
wit 180, 
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New Business 


N,v Ye.85 
(G) 


Equitable, 


Equitable, Ia. i 
Expressmen’s Mut... 
Farmers, Ia. 
Farmers & Traders... 
Federal L. & C 
Federal, Ill. 


Fidelity H. & A... 
Fidelity Mutual 
Fidelity Reserve .. 

( 


Franklin ..0.cccess 
(G) 
Geo. Wash. ....... 
Globe Life ........ 
(1) 
Great West ........ 
(G) 
yuarantee Mut. ... 
Guardian Life ..... 
General Amer. ..... 
(G) 
Home, N. Y. ...... 
(G) 
Independence L. & A. 
(I) 


Internatl. Life 
Illinois Bankers . 


Jefferson Stand. 
John Hancock 


Kansas City Life... 
Ky. Cent. L. & A... 
(1) 


Ky. Home Mut. 
Life of Va. 


Loyal Protective ... 

Lutheran Mutual 

Mammoth L. & A.. 
a 


Manhattan Life 


Mass. Mutual ..... 
(G) 
Metropolitan ...... 
(G) 
(1) 
Michigan Life .... 
(G) 
Midland Mutual 
Minn. Mutual ..... 
(G) 
Monarch, Mass. ... 
Monumental ....... 
(1) 
Mutual Benefit ... 
Mutual, N. Y....... 
Mut, Savings, Mo... 


Mut. Trust, Il. 
National L. & A... 
(G) 


Northern, 
National, 
National, Vt. 
New England Mut.. 
New York Life .... 
No. Amer. Acc. 


No. Amer. L. & C.. 
No. Amer., Ill. .... 
(G) 
N. W. Mutual ...... 
Re We INGE Se ccinns 
(G) 
Occidental, Cal. ... 
(G) 
Ohio National siete 
Ohio State ........ 
Old Line Life ..... 
Old Repub. Cr. .... 
(G) 
Pacific Mutual .... 
(G) 


$ 
15,665,669 
251,930,981 
5,245,707 
89,690 
97,100 


663,876 
743,125 
14,000 
1,500 
9,172,590 
180,600 


1,548,344 
2,492,353 
738,700 
—7,085,453 
43,100 
872,000 
14,654 
90,623 
36,750 
195,107 
331,933 
1,137,095 
17,201,901 
12,144,407 
5,078,743 
2,473,090 
777,849 
5,793,800 
955,738 
3,105,697 


93,282,669 
18,934,898 
23,000 


11,083,539 
151,000 


2,039,977 
1,194,500 
2,521,573 
180,000 
2,393,818 
1,274,589 
144,953 
35,959,879 
905,732 
1,635,348 
3,127,000 


In Force 


3 
172,325,804 
408,585,430 

62,802,911 


1,000 
33,622,368 
650,300 
103,500 
431,015 
4,342 
12,197,846 
972,074 
12,767,339 
21,254,584 
4,817,906 
26,657,219 
1,408,828 
872,000 
14,654 
64,921 
36,758 
3,519,116 
635,822 
4,641,098 
137,328,441 
64,546,554 
41,149,975 
15,992,144 
2,621,990 
8,876,222 
5,487,858 
21,726,782 
1,394,189 
33,945,548 


61,278,716 
897,424 
339,885,124 
502,315,433 
214,180,419 


11,780,632 
13,346,127 
1,628,055 
4,128,163 
13,807,763 
15,497,076 
35,981,751 
76,239,002 
75,156 
2,757,871 
30,412,790 
1,151,900 
53,206,137 
223,261 
3,716,233 
19,138,360 
33,094,297 
125,981,169 
383,343 
1,520,969 
5,401,750 
103,000 
224,012,691 
16,457,494 
2,885,000 
14,174,103 
5,509,267 
7,963,498 
9,413,143 
850,800 
39,834,660 
2,316,771 
17,842,633 
1,637,000 
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New Business’ In Force 
Pan-American .... 644,040 6,520,419 
(GQ) ae ead 15,009 
Paul Revere ...... 466,680 4,908,613 
(G) 55,500 165,000 
Penn Mutual, Pa... 5,542,460 54,887,807 
Philadelphia ...... 26,12 74,729 
Phoenix Mutual ... 2,511,522 23,111,265 
Pioneer, Ill. ....... 54,777 313,596 
Prov. L. & A., Tenn. 427,403 2,275,893 
(G) 969,664 5,608,164 
Provident Mut. 2,164,505 20,930,518 
Prudential ........ 65,192,210 575,231,446 
(G) 24,439,868 107,916,585 
(I) 26,998,900 311,176,565 
Reliance ........- ‘ 965,162 9,289,524 
Reliance Mut. ..... 114,924 444,687 
Republic Natl., Tex. 24,759 3,705,619 
a). sewers 69,000 
Reserve Life ...... 55,846 81,869 
) 18,632 87,189 
Rockford Life ..... 97,850 1,943,094 
(1) 472,750 456,000 
Rushmore Mut. .. 2,000 4,000 
Security Ben., Kan 331,973 914,067 
Security Mut., N. Y 121,252 362,133 
Grammars, FR. cccce 8 8 86. esitess 62,885 
State Farm, Ill. ... 3,907,480 21,891,207 
State Mut., Mass. .. 2,808,660 22,985,899 
(G) 1,291,125 3,396,576 
Sterling ........... 795,721 1,234,304 
Superior Life ..(I) 458,766 1,053,913 
Sun Life, Canada.. 5,932,325 43,511,633 
1,937,544 6,639,116 
Sun Life, Md. ..... 218,705 192,660 
(I) 751,484 485,000 
Supreme Liberty 99,251 501,982 
(1) 1,133,660 2,624,898 
Travelers ........- 5,531,278 56,165,425 
(G) 77,587,483 212,156,758 
Union Central ..... 4,373,090 31,281,755 
Union Labor ...... 1,022 120,970 
(G) 1,357,902 2,240,000 
Union Mutual ..... 270,565 885,215 
) 861,799 870,369 
United Benefit 2,419,782 15,958,477 
Tratem, Th. csescnns 52,000 578,896 
(1) 56,893 35,081 
Wiethed,. TM. os ccncn's 1,817,150 2,923,465 
(1) 5,870,872 10,943,181 
DW. B BAGO cvccccecs 35,186 584,991 
Victory Mutual .... 190,693 1,407,393 
Wash. Natl. ....... 1,362,606 8,121,487 
(G) 653,500 6,989,492 
(1) 1,371,647 3,408,512 
West’n & South’n.. 20,837,125 175,533,454 
(G) 430,700 2,516,800 
(I) 17,848,337 178,916,038 
Wis, Nath ....60..5 1,688,199 5,661,385 
W’dm’n Cen. Assur. 146,210 489,175 
Woodmen Cent. 1,578,588 8,786,160 
World, Neb. ....... 2,239,871 3,325,575 
( 10,000 62,500 
Total Ord., ’50... 524,723,635 3,764,851,327 
Total Group, ’50.. 633,271,887 1,776,205,286 
Total Ind., ’50.... 144,381,672 991°399 508 
Total all Classes, 

Te wéenaeeen eke 1,302,377,194 6,532,449,121 
Total Ord., °49 .. 447,257,180 3,467,531,902 
Total Group, ’49.. 476,790,403 1,400,955,703 
Total Ind., ’49 . 126,478,144 949,068,922 
Total all Classes, 

BOD ig etsandeice; s'eiee 1,050,525,727 5,817,556,527 





J. E. Brewster Joins M. & M. 


John 


E. Brewster, formerly senior 


actuarial assistant of Prudential, will 
join the Chicago pension department of 
Marsh & McLennan April 1 as associate 


actuary. He has been with 


Prudential 


for 10 years, except for service in the 
last war. He is a graduate of Yale and 
is a fellow of Society of Actuaries. 














programs that get dotted line action... a 
Philadelphia Life agents. The Company is growing. . 
along with us. 





INSURANCE COMPANY 


PHILADELPHIA 7, PA. William Elliott, President 


oe . - o 
Inother.. ‘Philadelphia Story 


...a Story in which a Philadelphia Lifeman was the “‘hero.”’ $132,600 in 442 
endowment policies. Most important of all, no difference in premium because of 
age ...each premium $14.00 per year! 
That’s the kind of home office help Philadelphia Life fieldmen get a// the time. 
Liberal contracts . . . cooperative underwriting . . . competitive rates . . . planned 
.. all mean vastly increased earnings for 
. rapidly! You can grow 
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Companies Revising Recruiting Plans 
in Light of Defense Requirements 


Among the first victims of mobilization 
are likely to be company programs for 
recruiting young college graduates for 
home office and field positions. 

Although company opinions vary as 
to what risks they should take in select- 
ing men who will be called into the serv- 
ice, there is a fairly general attitude 
among personnel men of companies that 
have such plans that they are “hiring 
for the future”. Consequently they still 
hope to get as many men of the type 
they want from June, 1951 graduating 
classes. They admit that this view is 
optimistic, but ask what other view there 
is to take. 

Attitude a Problem 


The attitude of students themselves 
may be making it more difficult for com- 
pany men to locate job candidates. Their 
outlook may be more an impediment 
than company caution in undertaking to 
hire them when it is entirely possible 
that it will lose them to the service be- 
fore they begin to make themselves as 
useful to the company as their salaries 
would require. Many youths know or 
feel that they will be in the service 
shortly and aside from not planning too 
definitely on the future, there is an in- 
clination to look forward to finishing 
school in June and then attempting to 
enlist in the service of preference rather 
than taking employment and waiting to 
be drafted. 

Recruiters thave already encountered 
this attitude in early trips to the schools. 
Some types of potential home office ma- 
terial, such as engineers, will not be 
available at all because there is such a 
severe shortage in that category that 
qualified students will be going into 
other businesses or industries. Also to 
be taken seriously is the competition of 
other concerns for the potentially desir- 
able material. Those life companies that 
intend to hire for the future, however, 
will benefit by the practice of other com- 
panies that are reluctant to take a chance 
on the young man’s chances of entering 
the service or eventually returning to 
them. 

Take More Women Graduates 


Those companies which have had re- 
cruiting programs in colleges for women 
as well as men may place more emphasis 
on recruiting women. A number of com- 
panies that have been emphasizing male 
recruiting intend to employ larger num- 
bers of college girls. A crimp will be put 
into one program in which companies 
expend considerable money. That one 
is the recruiting of young mathematical 
students as actuarial trainees. There has 
been a shortage of actuaries for some 
years and coilege replacements are seri- 
ously counted upon to replenish actu- 
arial staffs depleted particularly since 








Panel for A. & H. Parley 


In addition to the speakers already an- 
nounced, the Life Agency Management 
Assn. A. & H. Conference at Chicago, 
April 9-10, will feature a panel of agen- 
cy officers with “Schedule, Package and 
Combination Policies” as the topic. The 
panel will include D. C. MacEwen, su- 
perintendent accident and sickness de- 
partment Occidental Life of California, 
moderator; R. C. O’Connor, assistant 
vice-president of Reliance Life; James 
. Powell, vice-president of Provident 
Life & Accident, and John W. Sayler, 
vice-president in charge of sales for 
Business Men’s Assurance. 


Colmery Honored 


W. G. Colmery, Florida manager for 
New York Life, was honored at a testi- 
monial dinner at Jacksonville in recogni- 
tion of his 40 years with the company. 
About 150 were pesent from the com- 
pany’s Florida and Georgia offices. The 
home office was represented by R. L. 
Campbell, field vice-president, and Ray- 
mond C. Johnson, agency vice-president. 








the post-war expansion of group in- 
surance. ; 

Those companies interested in recruit- 
ing agents from college campuses will 
continue their efforts but the results are 
not likely to be as good as they have 
been because much of the market of the 
men will be drafted away from them. 
Many companies have expressed prefer- 
ence for more mature agents in any 
event and their agency strength will not 
be affected. 


Columbian Nat'l Correction 


The lapse-surrender ratio tabulation 
in the March 16 issue should have shown 
the figure for Columbian National Life 
as 3.6% instead of 5.0%. The error 
resulted from failure to deduct group 
insurance lapses. The tabulation is 
based on ordinary business, exclusive 
of group. 





Admit Public Free at Forum 


For the first time, the forum on cur- 
rent economic and social trends at 
New York April 19, sponsored by 
the New York C.L.U. chapter, will this 


year be open to the non-insurance pub- 
lic without charge. At each of the past 
10 forum sessions, the public has been 
invited, but with a nominal admission 
charge, somewhat less than that charged 
insurance people. 





New Commercial Life Setup 


Commercial Life of Canada has elected 
W. Hodgson president, succeeding 
John A. East, who has retired. H. H. 
Bishop, formerly 2d vice-president, has 
been named 1st vice-president and F. 
J. Colgan, a director, becomes 2d vice- 
president. 








JOHN J. MAHONEY 


In his second year as a 
Franklinite, in the 
thriving little city of 
Monterey, California, 
(Population 10,084) 
John J. Mahoney 
earned twice as much 
as in any one of the 
thirty-three years of his 
previous connection. 


He says “Company 
co-operation plus 
unmatched Franklin 
exclusives made it 
possible, Makes me feel 
good when I look at 
the figures.” 


Here is a record of 
his earnings: 

Cash Income 

1949 .... $ 5,347.21 
1950 .... 11,772.66 


We are very proud of 
John Mahoney’s 
accomplishments. 








Chas. E. Becker, President 


Double My Highest 
Previous Income... 


January 13, 1951 


Franklin Life Insurance Company 


Springfield, Illinois 
Dear President Becker: 


In the two short years that I have been associated 
with the friendly Franklin, I have known more hap- 
piness and peace of mind than ever before. The rea- 
son? Financial worries are practically nil! 

As you perhaps remember, I was connected 
with one of the “Big Three” insurance firms for 
THIRTY-THREE YEARS... my income from the 
Franklin Life in this, my SECOND year, has dou- 
bled the highest annual income of my previous con- 


nection! Is it any wonder that I’m a happy man? 


I take no credit for this amazing “raise in salary.” | 
Company co-operation plus the unmatched Franklin | 
exclusives have made it possible. My only regret is 
that I didn’t see the light sooner. I certainly intend 
to make up for lost time within the next few years. 


With kindest personal regards, 


JJM/ps 











FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


John J. Mahoney (signed) 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Nearly One Billion Insurance in Force. 
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EDITORIAL 


COMMENT 





Mystification That Backfires 


One of the strangest forms of coyness 
1s the reluctance now and then dis- 
played in company house organs and 
press announcements when it comes to 
disclosing the former company connec- 
tions of men who are being appointed 
or promoted. There is a vague reference 
to “a large eastern company” or “a prom- 
inent southern company” or maybe just 
“another company.” 

But if that’s the right way to do it, 
why not go the rest of the way? Then 
we'd have something like this: 

“A man formerly connected in a re- 
sponsible capacity with a western agency 
of a large eastern company has been 
appointed to a position of executive re- 
sponsibility in a midwestern city by a 
medium-sized life insurance company, 
according to an announcement by a 
senior executive of the latter company. 

“The appointee is a graduate of a 
prominent university. He is a member 
of certain benevolent and philanthropic 
organizations and holds office in his 
professional organization. He is mar- 
ried to a large eastern woman and they 


have several small western children.” 

Insurance readers are usually baffled 
and irritated by efforts at mystification 
about facts that could easily be deter- 
mined. They wonder why the informa- 
tion is being concealed. Was there 
something smelly about the man’s pre- 
vious connection and is the publication 
—house organ or trade journal—conniv- 
ing at keeping it dark? Or is the editor 
just too unenterprising to find out the 
name of the “large eastern company’? 

Of course, some readers will realize 
the probable reason for being evasive 
about previous company affiliations— 
that the company making the appoint- 
ment doesn’t want to advertise a com- 
petitor. But such readers—and many 
others, too—usually try to guess what 
the mystery company might be. The 
result is that instead of their minds 
dwelling fleetingly on the name of one 
competitor they are conjuring up sev- 
eral company names that might be 
possibilities. 

Thus does mystification end up by 
defeating its own aims. 


Higher Net Costs Can Be Justified 


Higher net costs for much of the 
life insurance sold in North America 
may well be the result of the revision 
of New York’s section 213, which seems 
assured for 1952. Even though increases 
in agents’ compensation are only per- 
missive and not mandatory, there are 
fears that boosts in compensation rates 
may also boost costs to a point where 
the public will resist, so that while the 
agents may be getting more per $1,000 
they will be selling so much less busi- 
ness that they will be about where they 
are under present rates of pay. 

We don’t share these fears. We don’t 
believe that any perceptible resistance 
will be generated, either by individual 
prospective buyers or by the trumpet- 
ings of an enraged press or by a Con- 
gressional committee to investigate the 
high cost of life insurance. In fact, we 
doubt that the public will even be aware 
of an increase unless agents in competi- 
tion try to make out that the other 
agent’s cost has increased while theirs 
hasn’t. 

If a higher net cost seems indicated, 
it can readily be justified on practical 
as well as moral grounds. It seems 
hardly conceivable that, at the most, 
the increase in cost could be as great 
as the difference that now separates 
the lowest net cost companies from the 
highest. If the customers are not worry- 


ing about a difference of that order of 
magnitude they should not get suddenly 
cost-conscious to the point of rebelling 
at any increase that seems likely to oc- 
cur because of section 213 revisions. 

Of course, it can be argued that in- 
surance buyers have about so much of 
their incomes to put into life insur- 
ance and that if their coverage costs 
more they are going to buy that much 
less. But that is a logical argument and 
one has to look no further than cigarette 
advertising to realize that people are 
anything but logical in their response 
to sales appeals. Added cost may well 
mean more sales instead of less, if the 
extra cost means selling through better 
qualified agents who are able to motivate 
prospects in the way they like to be 
motivated. 

After all, the cost of many other 
kinds of service has gone up markedly 
not only in terms of today’s debased 
dollars but absolutely as well. You pay 
a lot more to have a fender fixed because 
repair shops can make it look as if 
you had never had a collision. Doctors’ 
services come higher, particularly those 
of specialists with x-ray and other 
elaborate diagnostic and _ therapeutic 
techniques, but they can do a lot more 
for you than when you were sick a 
generation ago. Druggists charge more 
for aureomycin and penicillin than they 


used to for quinine and ipecac but 
you're glad to pay it because what you’re 
getting is worth vastly more than the 
difference in price. 

And today’s agent, by and large, is 
far better trained to advise his prospects 
and clients as a professional man than 
was the agent of a generation ago and 
his services are worth more. He has 
to have a knowledge of policies, par- 
ticularly settlement options, both of 
his own company and of many com- 
petitors. He has to know how to dove- 
tail a wide variety of insurance contracts, 
social security, corporate pension plans 
and group coverages, National Service 
life insurance and any other property 
a prospect owns and come up with a 
workmanlike plan that a sharpshooting 
competitor can’t tear too many holes in. 

That kind of ability is entitled to good 


pay. True, today’s agent doesn’t have to 
sell the basic soundness of life insur. 
ance to a skeptical public the way his 
predecessors had to. But there is still 
plenty of real salesmanship involved in 
selling today, no matter how much the 
path may be smoothed by advertising, 
pre-approach mailing pieces, charts, 
analyses, audits, and other aids. The 
agent still has to get the prospect’s con- 
fidence and then motivate him to put 
a substantial chunk of money into some- 
thing that promises him no immediate 
satisfaction except peace of mind. 

The public has shown that it is will- 
ing to pay a higher price for better 
service. It should take in stride any 
probable increase in insurance costs, 
The only problem is to be sure that the 
quality of the service merits the in- 
crease. 


Plan for the Best, Prepare for the Worst 


There is a good personal lesson as 
well as some constructive business man- 
agement psychology and philosophy in 
the attitude taken by companies toward 
the very uncertain national future. 
Roughly described, it is the viewpoint 
that we must prepare for the worst, 
hope it won’t happen, and plan for the 
best, relying upon what often seems to 
be the almost hopeless chance that 
things will work out all right. They 
always have, haven’t they? 

In reality, there is no other practical 
way to look at life. If things are as 
bad as they often appear to be, with 
all the omens of a darkening future, 
people had better begin a pilgrimage 
or turn hedonist, as they are inclined. 

Perhaps this outlook is traceable to 
the theme of preparation for the future 
which pervades everything in life in- 
surance. The future, in any event, al- 
ways has been certain only when viewed 


en masse as in mortality tables, and 
even they have been changed. 

Atom bombs may fall upon insured 
and upon asset property, and actuaries 
and underwriters must be ready. The 
hounds of government sometimes seem 
to be barking at the door and company 
officers and their legal and investment 
aides are hard put to beat them off. A 
general agent wonders where his next 
recruit is coming from, the agent wants 
to know who will be his next case. 

All must plan positively for a good 
future. Aside from the fact that there 
is no alternative but base pessimism, 
one thing is sure—if they do not plan 
and prepare for the future, both good 
and bad, then it can only be an adverse 
one. 

At least this planning now can be done 
with an eye on the calendar, for spring 
is here and our troubles will be easier 
to take. 








PERSONAL SIDE OF THE BUSINESS 





Harry Hershey, former Illinois in- 
surance director, is being boomed as a 
Democratic candidate for the state su- 
preme court. The Democratic party will 
nominate its candidates Saturday at 
Vandalia. 

Oscar Pattiz, president, and Edward 
D. Mitchell, ‘chairman of Beneficial 
Standard Life of Los Angeles, will play 
a leading role in the forthcoming $500 
million bond issue to be floated in the 
United States by Israel. They have 
joined the board of American Financial 
and Development Corp. for Israel, which 
was established to direct and manage the 
sale of Israel bonds in this country. 
Sales will begin May 1. 

Stanley M. Richman, vice-president of 
General American, spoke at the annual 
dinner meeting of the Indianapolis Jew- 
ish Social Service group on “Modern 


Family Service—the Community’s Trou- 
ble Shooter.” 

Ivan Ricks, veteran group insurance 
executive who recently resigned from 
Equitable Society, is on vacation with 
his wife at St. Petersburg, Fla. 

Charles J. Buesing, Mutual Life man- 
ager at New York City, is chairman of 
the life agencies division of the city’s 
USO compaign. Louis W. Dawson, 
president of the company, heads the 
home offices campaign division. 

Roy McCullough, deputy superintend- 
ent of the New York department, is 
recuperating from a neck operation at 
Mt. Sinai Hospital in New York City. 


Howard Council, business manager of 
Western Underwriter, west coast in- 
surance magazine, has been recalled to 
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active duty with the army. He is the 
son of Clarence Council, publisher of 
the magazine. 

Arthur C. Goerlich, dean of the school 
of insurance of the Insurance Society 
of New York, has been appointed direc- 
tor of training and information for the 
first precinct of lower Manhattan in 
connection with civil defense. 

I. M. Gilbert, whose promotion to 
associate superin- 
tendent of agencies 
of Crown Life was 
recently announced, 
has just completed 
35 years of service 
with the company. 
In recent years his 
activities have been 
centered on the de- 
velopment of the 
company’s United 
States organization, 
although he contin- 
ues his interest in 
its Canadian agen- 
cies. pew i 

larence in, manager at New 
en for Home Life of New York, has 
been named chairman, and Isidor Siegel, 
Metropolitan Life, associate chairman, 
of the life insurance division of the 
United Jewish Appeal. 

Paul Mountcastle, president of Life & 
Casualty, is expected back at his. office 
in Nashville soon, ending a period of 
convalescence at his home in Knoxville 
following an operation. 

Dan W. Flickinger, general agent of 
John Hancock, has been elected presi- 
dent of the Indianapolis Better Business 
Bureau. He has been a director of the 
bureau for a number of years. 

William Montgomery, president of 
Acacia Mutual, at a luncheon at Wash- 
ington was _ presented Cosmopolitan 
Club’s distinguished service medal for 
‘the most outstanding, unselfish service 
to his community in 1950.” 





I. M. Gilbert 








OBSERVATIONS 


New Field for Kefauver 


One of the most persistent complaints 
of salesmen of group insurance is that 
unions are apt to seek to divert com- 
missions on group insurance to agents 
of their own choice. This factor some- 
times is more vital than price in winning 
acase. It is said that in some instances 
firms of labor attorneys are licensed as 
insurance brokers and agents and get 
cut in on the commissions. There are 
frequently minor pay-offs such as tele- 
vision sets involved in the group insur- 
ance deals. It sometimes seems that 
a Kefauver investigation of this business 
could reveal some interesting facts. 


And We Think We Got Troubles 


An insurance office in England has 
written the National Underwriter Co. 
as follows: 

“Dear Sirs: 

“We have become so darned sick of 
the dreadful complications involved in 
trying to send a few dollars to the 
U.S.A. that we have had reluctantly to 
decide that until the people in this coun- 
try come to their silly senses and throw 
out a government which they elected in 
the greedy expectation of getting some- 
thing for nothing, and put in its place 
men who understand business methods, 
we must cease to subscribe to all of the 
American publications which we have 
found so valuable in helping us to build 
up a business which the bureaucrats are 
trying to pull down. We are sorry not 
to have written before, but I am afraid 
we worked on the principle of ‘no sub- 
Scription, no service.’ 

“This island lies on a foundation of 
coal, and is (as you may have read in 
your geography books) entirely sur- 
rounded by sea. Two of the things we 
are most short of at the moment are 
coal and fish, believe it or not! Hun- 
dreds and hundreds of our main line 
trains (nationalized railway) have just 








been cancelled because they haven’t 
enough (nationalized) coal to run them. 
Yet they talk of nationalizing insur- 
ance!!! 

“Yours disgustedly.” 


Home Office May Make Sales 


Philadelphia Life is preparing a letter 
to be sent to agents together with addi- 
tional policies where it appears that the 
insurance applied for is not sufficient for 
the insured’s needs. The letter will be 
designed as a potent sales weapon. In 
it the home office underwriters will say 
how reluctant they are to see a man 
with substantial position and responsi- 
bilities under-insured. If the prospect 
still wants to take only the amount he 
applied for, he can do so, but it is ex- 
pected that in many cases he will defer 
to the wisdom of the experts. 


Too Much Stuffing Cooked Goose 


A story is going the rounds about an 
agent who took too seriously the advice 
of a Million Dollar Round Table pro- 
ducer that he use lunch hours for sales 
talks with prospects. 

This young agent figured that if the 
M.D.R.T. man could do so well with 
one luncheon sales conversation daily, 
two would be even better. For several 
weeks he set up a program for lunching 
with two prospects each day, one at 
11:45, and another at 1:15. 

After acquiring an additional 10 
pounds and a case of nervous indigestion 
he settled for one lunch a day. 


Playing "Footsie" with Life 

One of the hardest problems which 
faces a life insurance agent often is the 
addiction of his prospects to the old 
American sport of “stringing along” 
insurance salesmen, playing one sales- 
man against the other and giving eva- 
sive answers to both. This decidedly 
juvenile attitude toward buying a thing 
as important as life insurance has long 
irked life insurance men and is slowly 
being overcome by public realization 
that the modern life insurance agent is 
a professional man. 

A young life insurance agent who 
was a lawyer by training and practiced 
in that field for a time said recently to 
us, “the hardest thing for me to get 
on to in the life insurance business was 
that most of my customers seemed to 
regard playing ‘footsie’ with two or 
three or four life insurance agents as 
the best way to handle their estates. I 
certainly never found this attitude on 
the part of law clients and yet I feel 
that the service I am able to offer as 
a life insurance agent is in many cases 
far more valuable than I could ever 
offer as an attorney. I had some ex- 
perience selling hard goods and even 
selling books and in neither of these 
fields are customers opposed to a yes or 
no answer. I just had to learn that 
when I suspect a man is kidding me 
along I must make my approach blunt 
and direct enough to let him know that 
I can’t waste time on him forever.” 


More Accurate Group Figures 


Tangible evidence to substantiate the 
belief that group in-force figures on a 
company as well as an institutional basis 
present some inherent errors was re- 
cently offered by Metropolitan Life. 

David Peterson, of the company’s 
group central records division, was 
awarded $1,000 in December, 1950, and 
then given an additional $100 in 1951 
for having produced the best employe 
suggestion of last year. 

He conceived an idea for providing a 
more accurate calculation of the amount 
of group in force which is simpler and 
less expensive. 


No. 1 Producers Up Output 


Figures compiled by the “Insurance 
Salesman” for its annual all-star issue 
show that on the average the No. 1 
producers of the life companies have 
almost doubled sales in 10 years. The 
average production of top producers in 
1941 was $619,017, while the average 
in 1950 was $957,073. The high point 


in the past 10 years was 1947 when the 
top producer averaged $981,240 in sales 
with an average premium of $33.14 as 
compared to an average premium in 
1950 of $29.89. The average age in 1950 
of the leading agent was 43, and 10 
years ago his average age was 45. 


Conservation Motivation 


The wife and child of a man killed in 
the November, 1950, Long Island rail- 
road crash lost $42,000 when he failed 
to pay the third annual premium to Pru- 
dential on a $10,000 policy with a 20- 
year $200 family income rider, which 
he had taken out 2% years earlier. He 
had paid two annual premiums but said 
he could not afford the third. 

Agent, staff manager and _ district 
manager tried to reinstate the business 
and made numerous calls on the phone 
and in person. They suggested changing 
to quarterly premiums or using the loan 
value to help pay the premium but 
couldn’t convince the policyholder. The 
$10,000 continued under extended term. 
With quick finality, the family lost 
$42,000 in benefits because the final pre- 
mium was not paid. 


DEATHS 


NORMAN E. YORK, 46, Cleveland 
manager of Jefferson Standard Life, 
died of a heart attack at his home at 
Lakewood. 

He started with Jefferson Standard in 
1933 at Cleveland, and became manager 
there in 1934. In 1940 he was ap- 
pointed manager at Tulsa and in 1944 
transferred back to Cleveland. 

EDWARD J. WALKER, 73, retired 








manager at Cincinnati and Dayton, O., 
of Metropolitan Life, died at Miami. 
He went there 14 years ago. 


COL. ANDREW JOYNER, 94, for 
many years statistician for the North 
Carolina department, died at Rocky 
Mount, N. C. He retired from the de- 
partment in 1933. 


W. DON MORTON, with Mutual 
Benefit Life for 35 years, died at Denver. 
Before going to Denver 15 years ago. 
he had been general agent of Mutual 
Benefit at Sioux City, Ia. 


WILLIAM F. DOBBINS, 83, re- 
tired vice-president in charge of the 
personnel division of Metropolitan Life, 
died at the home of his son at Garden 
City, N. Y. He had been with the com- 
pany 45 years when he retired in 1933. 


CARL J. GUENZEL, 83, former presi- 
dent of the Rudge & Guenzel department 
store of Lincoln, Neb., and vice-president 
of Mercantile Investment Co., who was 
a director of Security Mutual Life of 
Nebraska, died at his home at Lincoln. 


KARL TOMASCHOFF, who retired in 
1946 as district manager at Great Falls, 
Mont. for Metropolitan Life, died at his 
home there at the age of 69. He had been 
with Metropolitan 27 years starting at 
Denver in 1919. He was born at Buda- 
pest, Hungary. Until a few days before 
his death he was chairman of the Great 
Falls zoning board. 








Company Diploma Won't Do 


A diploma or certificate indicating an 
agent has passed a life company’s train- 
ing course cannot be accepted by the 
Wisconsin department in lieu of a state 
examination required by statute, the 
attorney general advised Commissioner 
Lange. A law passed in 1949 requires 
that new agents pass an examination 
before they can obtain a state license. 
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960,000 


a 


ee 











HteNATIONAL UNDERWRITER 


March 30, 1931 








AMONG COMPANY MEN 


schools. He was formerly editor of the 
Pillar, home office magazine, and Field 
Notes, agent publication. He was ap- 





Three Advanced 
at N. W. Mutual 
Life Home Office 


In a realignment of duties of several 
officers of Northwestern Mutual Life, 
effective April 1, 
Laflin C. Jones will 
become director of 
insurance _ service 
research, a newly 
created position. 
Robert E. Templin 
is promoted to as- 
sistant director of 
agencies in charge 
of advertising and 
sales promotion, 
and Theo P. Otjen 
becomes assistant 
secretary. 

Mr. Jones. will 
conduct special 
studies in the field of the use of life 
insurance and other research subjects. 
He also will continue some of the ad- 





Lafiin C. Jones 


pointed assistant director of agencies in 
1941 and served in the navy 1943-5. His 
life insurance plays and skits have been 
presented at company meetings as well 
as national life conventions. 


Other Appointees’ Careers 


Mr. Templin, home office agency as- 
sistant since 1948, has specialized in 
sales promotion and advertising work. 
In his new post he will be in general 
charge of advertising and sales promo- 
tion materials, and serve as liaison with 
the company’s advertising agency. His 
appointment will permit Willard H. 
Griffin, assistant director of agencies, to 
devote his full time to field supervision 
and general assignments in the agency 
department. 

He graduated from University of In- 
diana, served in the marines and in 1946 
went with the Roeder agency at Fort 
Wayne, Ind. He was a successful agent 
before going to the home office. 

As assistant secretary on_ transfer 
from the law department, Mr. Otjen will 
serve as consultant for the several divi- 
sions of the secretarial department and 
as a general assistant to Mr. Dineen 
and W. B. Minehan, associate secretary, 
in the administration of the department. 
He has been assistant counsel since 


vanced underwriting and pension trust 
work which he has been doing as assist- 
ant agency director and will perform 
other special assignments, all under the 
direction of Robert E. Dineen, vice- 
president and secretary. 

A graduate of Dartmouth, Mr. Jones 
joined the agency department in 1929. 








Theo P. Otjen 


R. E. Templin 


While in charge of educational activi- 
ties, he had a large share in writing the 
company’s educational courses. He is 
a C.L.U. and has instructed life insur- 
ance groups and classes at business 





1947. He graduated from the law school 
of University of Wisconsin and for two 








* One Year, 5 Year Non-Renewable, 10 and 15 Year Term 
* Half Rate Plans: Double Protection to 65 

*x Reduced Extras on Endowments 

* $75,000 Limit: Ages 20-60 


Branch Offices in the Following Cities 





can buy FAMILY INCOME 


Also offered for the first time to Diabetics 


years practiced at Milwaukee before en- 
tering the law department of North- 
western Mutual in 1935. He served in 
the army air force. 





Bankers Life of lowa 
Raises Three Agency Men 


Bankers Life of Iowa has promoted 
Theodore H. Tomlinson, manager of 
sales promotion 
since 1944, to west- 
ern agency super- 
intendent. Ray- 
mond D. Hamill, 
manager at Den- 
ver, has been pro- 
moted to manager 
of sales promotion 
to succeed Mr. 
Tomlinson. Roy A. 
Frowick, educa- 
tional supervisor, 
has been appoint- 
ed director of 
training schools. 

The agencies 
have been regrouped into four districts 
instead of three and Mr. Tomlinson 
heads a newly designated district com- 
prising nine states. He joined Bankers 
Life at Madison, Wis., in 1925. He was 
a million dollar producer for two years 
and became a C.L.U. He was super- 
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visor at Madison from 1928 to 1931, as- 
sistant manager at Detroit from 1931 
to 1934, and manager at St. Paul from 
1934 to 1939, when he was promoted to 
assistant superintendent of agencies. 
Mr. Hamill has been manager at Den- 
ver since 1948 after two years as super- 
visor there. He took graduate work at 
Rice and University of California and 
is a Phi Beta Kappa. He joined Bankers 
of Iowa before the war and was with 
them for two years before navy service. 
Mr. Frowick has been educational 
supervisor since 1946. He has been with 
Bankers Life since 1927 with the ex- 





ception of army service, and in the sales 
training department since 1937. 


Ross Retires; Kelly, 
Porter Fill Roles 
for Manhattan 


Manhattan Life has elected D. Theo. 
dore; Kelly as vice-president and genera] 
counsel to succeed Philip J. Ross, coun- 
sel for 29 years who has retired. Elder 
A. Porter, vice-president and chief ac. 
tuary, was elected a director to succeed 
Mr. Ross, who had been on the board 
for 38 years. 

Mr. Kelly started with Manhattan 
Life in 1919 as a consulting attorney, 
later becoming general counsel. He re. 
signed in 1922 and returned as vice. 
president in 1940 after representing the 
company in the intervening years. 

Mr. Porter has been in life insurance 
since 1919 and with Manhattan Life 
since 1935. He became actuary in 1936, 
secretary in 1940 and vice-president and 
actuary in 1948. 





United States Life Ups 
Batchelder and White 


United States Life has appointed Wil- 
liam C. Batchelder vice-president and 
treasurer. William P. White, who will 
continue as director of group sales and 
service, becomes an officer of the com- 
pany. Mr. Batchelder was appointed 
treasurer in 1947. He joined the com- 
pany in 1936 as manager of the real 
estate and mortgage department and in 
1942 was appointed assistant treasurer. 
He served for 3% years in the air force 
and was discharged as a major. 

Mr. White joined the company in 1948, 
Under his direction, it has developed a 
staff of home office group representa- 
tives at New York, Washington, New- 
ark, Chicago and Rochester. Earlier he 
had had 3% years’ group sales expe- 
rience with John Hancock. He was a 
naval aviator during the last war. 

Galen D. Litchfield, formerly vice- 
president, was elected a director. He is 
president of American International Re- 
insurance of Bermuda. He began his 
selling career in the far east in 1919 
and in 1935 entered insurance work. 





Officials of Cal-Farm Life 


The newly organized Cal-Farm Life 
of Berkeley, Cal., will have as its officers 
R. B. Wiser, president; C. O. Hoober, 
vice-president; L. A. Rozzoni, vice-pres- 
ident, and S. E. Goodall, secretary-treas- 
urer. Lewis P. Wicker, general manager 
of the Cal-Farm Insurance Co., which 
writes casualty insurance, will have the 
same job with the life company. He ts 
a law graduate of Indiana University 
and was with Travelers until entering 
the navy in 1943. He was claims man- 
ager of Farm Bureau Mutual of Indiana 
until 1948 when he joined Cal-Farm. 

O. James Price will be director of 
sales for both companies. He joined 
Kentucky Farm Bureau in 1935 as of- 
ganization director. After army service 
he was with the Kentucky Blue Cross 
and in 1947 he became director of sales 
for Southern Farm Bureau Life. 
Herschel Bryant will be office managef 
and assistant secretary-treasurer. He 
started with Hoosier Farm Bureau Life 
in 1939 and became chief underwriter in 
1942. After navy service, he became 
manager of the policy department. 


Engel N. W. Life Agency V. P. 


Robert G. Engel has been elected 
vice-president of agencies of Northwest- 
ern Life of Seattle. He has been with 
Equitable Society 21 years, serving as 
manager of northwest group department 
sales and service at Seattle, and since 
1945 assistant agency manager there. 

He has been a director of the Seattle 
C.L.U. chapter and Seattle Assn. of Life 
Underwriters, organized the first L.U. 
T.C. class there and is now Seattle 
chairman for the 1951 Washington sales 
congress. 
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___ COMPANIES 
N. W. Nat'l Observes 


Passing $1 Billion 
Mark Family Style 


Northwestern National Life of Minne- 
apolis will take note of its going over 
$1 billion mark of insurance in force 
“family style,” with agents and wives 
gathering at local dinners April 26 at 
which general agents and managers will 
act as hosts. 

It was decided to make the occasion 
strictly a local, “family” affair in order 
that old-timers of the agency organiza- 
tion, who have the deepest interest in 
the achievement, can all take part, Presi- 
dent R. G. Stagg said. “We did not want 





"to make any plan that would not give 


each and every veteran in the full-time 
agency organization, regardless of his 
current production, a chance to partici- 
pate and to hold an honored place in 
the celebration,” he said. Also, the com- 
pany feels that, from a public relations 
standpoint, a big, well-advertised cele- 
bration is not appropriate in view of 
the national emergency, particularly the 
fighting in Korea and the recruitment 
of increasing numbers of young men 
into the armed forces. 

The company expects to go over $1 
billion in April, and April 26 has been 
selected for the date of the observance. 
The home office organization will ob- 
serve the event on the same day with 
appropriate ceremonies. 





Hancock Civilian-Defense 
Program Has 3 Phases 


One out of every 10 persons in the 
home office of John Hancock will be 
trained in first-aid techniques, as part 
of a company civilian-defense program 
embracing protection of personnel, dam- 
age control and duplication of essential 
records. 

Protection of the home-office staff and 
tenants will receive its initial test some 
time in April when a full-dress defense 
drill will be staged. Everyone in the 
building will be guided by group lead- 
ers to assigned shelter areas in the base- 
ments and first few floors. 

First-aid equipment will be placed on 
every floor used as a shelter; central 
stations for treating serious casualties 
have been scheduled for both buildings. 
Control centers, containing battery 
tadios and a direct line to civilian de- 
fense headquarters, will be set up. 

Volunteer firemen, policemen and 
“technical defense” personnel will be 
recruited from the company and trained 
by experts outside the company. A 
site outside of greater Boston has been 
selected where duplicates of essential 
records have been stored. As new rec- 
ords come in, they are microfilmed or 
otherwise reproduced. 

Clyde F. Gay, vice-president, is in 
charge of the over-all defense planning, 
while Abram T. Collier, 2nd vice-presi- 
oe is responsible for personnel de- 
ense. 


Launch Resolute Credit Life 


Resolute of Hartford is organizing 
Resolute Credit Life, a wholly-owned 
subsidiary, to write credit life and 
A. & H., with $500,000 capital. It will 
probably begin writing about midyear 
in states where Resolute is already li- 
censed to write fire risks. 








Muskegon, Not Lansing 


The new home office building to be 
constructed by Liberty Life & Accident 
of Michigan will be in Muskegon, Mich., 
not at Lansing, as stated in an item in 
the March 16 issue. 





Bankers Union Life of Denver has 
declared a cash dividend of $28,750 to 
stockholders of record March 15. 


ACCIDENT 


To Study Disability Law 


LANSING, MICH. — A special sen- 
ate committee has been created to con- 
sider the feasibility of a disability insur- 
ance law in Michigan. It is to report 
back at this session, within 90 days and, 
if deemed advisable, recommend what it 
considers a workable law. However, if 
the committee favors such a law but 
feels that more time is needed, it would 
be continued to complete its findings 
and recommendations after adjournment 
of the present session. 








nepresentative 


Hold Sales Rally in Ala. 


Prospecting, the approach, and the 
presentation and close were covered in 
panel discussions at the sales congress 
last week of Alabama Assn. of Accident 
& Health Underwriters at Birmingham. 

There were discussions in the morn- 
ing with Joe M. Ausley, North Ameri- 
can Accident, as moderator for the dis- 
cussion of prospecting, which was taken 
up by Mr. Ausley and John Walker, 
Occidental Life. John Galloway, Gallo- 
way agency, Birmingham, and C. L. 
Griffin, Southland National, handled the 
approach, and the session on presenta- 
tion and close was in charge of Donald 
P. Walton, Aetna Life. 


The luncheon speaker was Sam S. 
Douglas, president of the Alabama fed- 
eration of labor. 

The meeting closed with a time con- 
trol audience participation meeting with 
John B. Foster, Colonial Life & Acci- 
dent, as moderator. John Galloway, who 
is president of the association, was in 
general charge. : 





Cites Safety Improvement 


Paul Hughey of the traffic division 
of Los Angeles police department, ad- 
dressing the A. & H. Managers Club 
of Los Angeles, said that the city is 
now ranked as one of the best in the 
@eeeeaeeenevedeoee0e0e20e00980 6 
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DuriNG 1950 our TEN Direct Mail leaders (eight of 


‘whom are among the Company’s 100 top producers) sold over three and a quarter million 
dollars of business, 46% of their total production, among prospects cultivated with Direct 
Mail help. They averaged 10 sales among every 31 names receiving the advertising.. These 
sales show a policy average of $11,215. 

We congratulate these representatives whose individual production ranged 


from $400,000 to almost a million and a half last year, averaging $725,996 per salesman. 
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nation from a traffic safety angle. In 
1946 there were 505 deaths from auto- 
mobile accidents, and Los Angeles was 
at the bottom in that respect. In 1950 
there were 274 deaths. 


AGENCY CHANGES 


Turnbull Succeeds Bechtel, 
Farrington in Philadelphia 


The Provident Mutual general agency 
partnership of E. Milnor Bechtel and 
Ernest A. Farrington in Philadelphia 











has been dissolved and Knox alge 2 
2., 


general agent at Charlottesville, 





Knox Turnbull E. A. Farrington 
has been named manager of the agency. 
Mr. Bechtel’s plans will be determined 
upon his release from the hospital where 
he is undergoing a physical checkup, 





but it is expected he will remain with the 
company. Mr. Farrington has been ap- 
pointed manager of an agency to be 
established in southern New Jersey. 
Goode Love has been designated agency 
supervisor at Charlottesville. 

Mr. Turnbull, a graduate of the Uni- 
versity of Virginia and its law school, 
entered life insurance in 1938 with 
Massachusetts Mutual. After both pro- 
duction and managerial experience with 
that company at Richmond and naval 
service, he opened a Charlottesville 
agency for Provident Mutual in 1948. 
He is a lecturer in life insurance at the 
University of Virginia and a member 
of the estate planning seminars of the 
law school. He is past president of the 
Richmond C. L. U. and the Richmond 
Life Insurance & Trust Council. 

Mr. Bechtel has been with the com- 
pany for 24 years and Mr. Farrington 
for 21. Before their appointments as 
general agents in 1946, they had been 
agency assistants and assistant man- 
agers of agencies. 

Mr. Love graduated from University 
of Virginia in 1949 after air force serv- 
ice and has been associated since with 
Mr. Turnbull. 


Jeter Mobile Manager 


James W. Jeter has been appointed 
manager at Mobile of Gulf Life. Start- 
ing as an agent at Gainesville, Fla., in 
1939, he was promoted to superintendent 
at Tallahassee in 1943. Following mili- 
tary service he became superintendent 
at Thomaston, Ga., and since last De- 
cember has served as agency assistant. 
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Mass. Mutual Hires Two as 
District Group Managers 


Massachusetts Mutual has designated 
as district group managers James D. 
McIntyre at Cincinnati and John C. 
Rueger at Philadelphia. Mr. McIntyre 





J. C. Rueger J. D. McIntyre 


is a former school teacher. Following 
discharge from the air force, he entered 
group work with Travelers at Hartford 
and then was assigned to Buffalo. 

Mr. Rueger entered life insurance in 
1940 as personal producer for Sun Life 
of Canada upon graduation in insurance 
from the business school of the Univer- 
sity of Pennsylvania. Following navy 
service, he returned to Sun Life as dis- 
trict group manager and then branch 
manager for Sun Life at Houston. He 
isa C. L. U. 


Equitable Society Makes 
Many Managerial Changes 


Equitable Society has promoted Mur- 
ray R. Riskin, assistant agency man- 
ager at San Francisco, to manager at 
Chicago to succeed Fred Israel who has 
retired. Ernest C. Hodder, manager at 
Oklahoma City, has been transferred to 
Chicago to succeed the late Wesley 
Flaten as manager. L. M. Wilson, Little 
Rock manager, will succeed Mr. Hodder 
at Oklahoma City. J. B. Conway, unit 
manager at Memphis, has been pro- 
moted to manager at Little Rock. F. A. 
Heuer, manager at Albuquerque, has 
been moved to Salt Lake City as man- 
ager to succeed C. L. Madsen, who 
will continue as associate agency man- 
ager. The Albuquerque agency will be 
taken over by J. J. Fraley, manager at 
Corpus Christi. H. T. Hamilton, as- 
sistant manager at Corpus Christi, has 
been promoted to manager there. Milton 
A. Feuer, assistant manager in the Lust- 
garten agency at Chicago has been 
promoted to associate manager. Walter 
L. Gottschall, Jr., has been appointed 
assistant manager of that agency. 


Career Highlights 


Mr. Israel had been with Equitable 
Society at Chicago for 36 years. His 
successor, Mr. Riskin, started with 
Equitable Society in 1935 at Middle- 
town, N. Y., became district manager 
at Syracuse in 1945 and became assistant 
manager at San Francisco in 1946. 

Mr. Hodder joined the company in 
1937 at Kansas City, becoming assistant 
manager in 1942. He became manager 
at Oklahoma City in 1948. 

Mr. Feuer started with Equitable So- 
ciety as a cashier in 1923 at Chicago, 
became an agent and then assistant 
manager in 1930. Mr. Gottschall is the 
son of Walter L. Gottschall, director of 
agencies for Equitable Society at Chi- 
cago. He joined the company in 1947 
after graduation from Carleton College. 








Dickson Jamestown Manager 


Everett J. Dickson has been advanced 
from staff manager to head of Pruden- 
tial’s district office at Jamestown, N. Y. 
He succeeds G. Clarence Green, who 
has retired after 30 years of continuous 
Prudential service, 14 years as manager 
at Jamestown. 

Mr. Dickson started with Prudential 
in 1934 as an agent at San Diego. He 
was promoted to staff manager in 1947. 
He is a graduate of University of Cali- 
fornia and a C.L.U. 


Holman Field Supervisor 


Oren W. Holman, for the past one 
and one-half years manager for ordinary 
production in the Ainley agency of 
Northwestern National at Washington, 
has been appointed field supervisor jp 
the Columbus regional field service of. 
fice. He started in life insurance at Calj- 
fornia, Pa., in 1937. He served in the 
navy from 1941 to 1949. 


W. & S. Promotes Three 


Western & Southern has promoted 
G. Roedersheimer from associate 
manager at Cincinnati to acting man- 
ager of the north Kentucky office; P, A. 
Perrotta. from associate manager at 
Beaver Falls, Pa, to acting manager 
at McKeesport, Pa., and W. M. Bryan, 
agent at New Albany, Ind., to associate 
manager at Louisville. 


Pilot Life Names Adkisson 

James B. Adkisson, with Pilot Life for 
11 years, has been appointed general 
agent at Nashville. He has been sery. 
ing as supervisor of Kentucky and 
Tennessee with headquarters at Colum. 
bia, Tenn. 











George H. Paldi has been named 
brokerage supervisor for the San Fran- 
cisco agency of Guardian Life. He has 
been associated with the agency since 
returning from navy duty in 1946, and 
has been one of its leading producers, 


WANT ADS 


Rates $12 per inch per insertion—linch mini 
mum. Limit—40 words per inch. dline Tues- 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 
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OPENING FOR 
AGENCY DIRECTOR 


Excellent opportunity for capable, 
industrious man of experience, with 
good personal production record and 
ability to recruit and train men in 
field. Opening is with Kansas' oldest 
Life Insurance Company. Write in con- 
fidence, outlining experience and qual- 
ifications. 


THE CENTRAL LIFE 
INSURANCE CO. 
Fort Scott, Kansas 








WANTED 


Life Insurance Manager by well established fire 
and casualty local agency. Agency established 
over 50 years in an Illinois industrial town. 


The man we want must be able to produce. 
We prefer someone with experience, 25 to 35 
years of age, and, if possible, a college edu- 
cation. Abundance of leads and connections 
are already available. For this we will pay @ 
straight salary and bonus commensurate with 
the job done. 


details to Box E-35, The 
175 W. Jackson Blvd., 


Write giving all 
National Underwriter, 
Chicago 4, Illinois. 








WOMAN EXECUTIVE 
desires career position in insurance or pension field. 
Diversified background includes office nt 
and selling saperionce in Life and Accident and 
General Agency, public and private account- 

ing, estate, inheritance and income taxes 


. Add , The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 











OPPORTUNITY 


If you have a good personal production record, 
ability to recruit and train men_and interested 
in making a connection with a Texas company, 
where there is opportunity for advancement 
commensurate with your efforts, write us in 
confidence. Address E-36, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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U. of W. Men Write Text on 
Insurance Mathematics 


A volume on life insurance mathemat- 
ics in which two University of Wiscon- 
sin experts bring together all of the re- 
cent major advances in the field has 
been published by John Wiley & Sons, 
New York. | 

Entitled “Life Insurance Mathemat- 
ics,” the new text was written by Robert 
E. Larson, fellow of Society of Actu- 
aries and lecturer in the Wisconsin 
school of commerce, and Erwin A. 
Gaumnitz, professor and assistant dean 
of that school. f 

The book is aimed at college actuarial 
students and at persons with more than 
a superficial interest in life insurance 
and who have a reasonable amount of 
mathematical aptitude. It begins with a 
basic discussion of the mortality table. 
Then the authors present material on 
interest and annuities certain, leading 
into the subject of life annuities of vari- 
ous kinds. Life insurance is treated 
next under such headings as_ term, 
whole-life and endowment. f 

The subject of net level reserves is 
introduced, with details on retrospec- 
tive, prospective, initial, and mean re- 
serve. Various modified reserve meth- 
ods are treated. A detailed comparison 
is made of the results produced under 
the Illinois standard and the commis- 
sioners’ method. Under surrender val- 
ues, asset share, ideal cash value, ad- 
justed premiums, and reduced paid-up 
and extended term insurance are cov- 
ered. The book concludes with a dis- 
cussion of gross premiums. 





Eastern Life Convention 


The annual convention of the 
ducers Club of Eastern Life of 
York is being held at Sanford, 
this week. 

Policy features and riders recently ap- 
proved by the company will be intro- 
duced and discussed at the meetings. 





Ballard Leaves Farm Bureau 


Henry S. Ballard, Columbus attorney, 
has resigned as vice-president and gen- 
eral counsel of the Farm Bureau com- 
panies. He has been with the companies 
30 years. He will return to private prac- 
tice. 


Bankers Union Ups Carmody 


Bankers Union Life of Denver has 
promoted W. T. Carmody, supervisor of 
agents, to vice-president and agency 
manager. Mr. Carmody has also been 
elected a director of the company. 





Marsh Again Top Agency 

J. D. Marsh & Associates of Washing- 
ton, D. C., and the Ben Simon agency 
of Norfolk ranked first and second re- 
spectively among all the agencies of 
Lincoln National Life in paid production 
for the second consecutive year. 

Each agency had four members of 
the Million Dollar Round Table last year. 


Catterall Heads Va. Commission 


RICHMOND, VA.—Ralph T. Cat- 
terall, who succeeded L. McCarthy 
Downs in 1949 as a member of the Vir- 
ginia state corporation commission, has 
taken over as commission chairman for 
the first time. He succeeds W. 
Marshall King. The post of chairman 
rotates annually among the three mem- 
bers. Judge H. Lester Hooker is the 
third member. 





Course for License Applicants 

The school of Insurance Society of 
New York is conducting a course to 
Prepare candidates for the May state 
license examinations. Robert W. White- 
acre, Union Central Life, is the in- 
structor. 


The Charlton G. Standeford agency 
of Pacific Mutual Life at Fresno, Cal., 
led the company for the first two months 
of 1951 in total life and A.&H. business 
placed. 


Catastrophic Accidents in 
1950 Took Nearly 1,500 Lives 


Catastrophic accidents—those killing 
five or more persons—claimed nearly 
1,500 lives in the United States in 1950, 
about 250 greater than in 1949, statis- 
ticians of Metropolitan Life report. 

The Thanksgiving weekend wind and 
snowstorm and the Thanksgiving eve 
wreck of the Long Island Railroad at 
Richmond Hill, N. Y., were the most 
costly in loss of life. The storm claimed 
about 100 lives, and the wreck killed 79. 


Third as to death toll was the air 
transport accident in Lake Michigan last 
June, which took 58 lives—highest in 
civil aviation history in the United 
States. The total of deaths in civil avia- 
tion catastrophes, however, was some- 
what lower than in 1949. 


Spiegelman Health Study Printed 


_American Enterprise Assn. of New 
York City in a series on national eco- 
nomic problems has published a booklet 
written by Mortimer Spiegelman, as- 
sistant statistician Metropolitan Life, en- 
titled “Health Progress in the United 





States.” Mr. Spiegelman, a fellow of 
the Society of Actuaries, surveys re- 
cent trends in longevity of the American 
people and of the peoples of many other 
countries in the past 50 years. 





Mutual Life has arranged to lend 
Arkansas Baptist hospital of Little Rock 
$500,000, with notes maturing in 1952 
to 1965 at 3 to 334% interest. 





__Representatives of five major Negro 
life companies at Nashville, Tenn., have 
reorganized the Nashville Negro Under- 
writers Assn. 








You Must Try to see her as they do who have crossed an 
ocean to find her: rising from the sea and tall against 


the sky. 


Then you will know why it is not strange to love, with an 
ardor beyond words, a two-hundred-ton woman of copper, 
a woman named Liberty. 


There are other statues in the world—there are the marble 
women of the museums—and many are made with 
greater art. But when have you ever seen in a museum 
an old man with the whip-scars of tyranny on his back, 
looking at a statue with tears in his eyes and his head 
bowed in thanksgiving? 


When have you seen another statue which the kids from 
their schoolrooms come to visit, clambering wide-eyed 
through the vast open heart of her, learning the shape and 
comeliness of this shining thing they own named Liberty? 


Where can you find another country where Liberty 
stands bright and pleasant at the door, saying: 





Where she 1s, there ts home 


“If you believe in me, come in and be one of us?” 


Long before the people of France gave us her image 

in metal, she was here in spirit, her light already in the door. 
She had come in storm-tossed vessels like the Mayflower, 
in sailing packets heavy with ice, in iron steamers caked 
with rust. Sometimes by first-class and sometimes by 
steerage she came, sometimes in silks, sometimes in rags. 
But always she came in the hearts of the bold and hardy 
ones in every land, those who dared to choose freedom, 
those who could leave their settled ways and say: 
“Where she is, there is my home.” 


Yes, you must see her as they do who have crossed an 
ocean to find her. Then you will know how young and fine 
she is, how rare in the world, how hard to win. 


And you will know why we must always act in such a way 
as to make her feel at home with us. .. this spirit of liberty 
so precious to us all. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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COMPLETE PERSONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


P. BEASLEY, President 
HOME OFFICE 


Life insurance in force exceeds $310,000,000.00 


DALLAS, TEXAS 




















Free Men 


CHOOSE 


LIFE & CASUALTY 
LIFE SECURITY 








Our free-born underwriters 
select their own careers of 
service. The Life & Casualty 
program gives their policy- 
holders free selection of 
Life Security for them- 
selves, and for their fam- 
ilies. No skimpy dole—but 
everything you want—as 
you want it. Investigate! 


Compare! 
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ma 
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SALES IDEAS OF THE WEEK 





LESSON FOR INVESTORS 


Mutual Funds 
Bearish on 
Common Stocks 


For agents who have prospects ob- 
sessed with delusions of their own abil- 
ity to invest in the stock market, a re- 
cent roundup by the United Press cov- 
ering operations of investment trusts 
indicating their growing caution about 
investing in common stocks, might be 
useful. 

The U.P. story says that although 
these mutual funds have long been one 
of the staunch bulwarks of the stock 
market, they are growing cautious. 
Some trusts are selling common stocks 
and piling up cash. Others are selling 
common stocks and buying bonds and 
preferred stocks, while some are in- 
creasing their holdings in governments. 

Wellington Fund has been selling com- 
mon stocks and building cash reserves 
since Jan. 1. 

Keystone Company of Boston has no- 
tified dealers that with the market high 
on the average they should suggest ad- 
justing accounts heavy in stocks to a 
more conservative basis. This trust, the 
third largest of the investment compa- 
nies, is now investing 65% in bonds 
and preferreds and 35% in common 
stocks as against 50-50 a year ago. 

Group Securities reports that nearly 
half of the assets in its fully adminis- 
tered fund are in cash. Calling attention 
of its stockholders to this situation, the 
company stated that “it is of course the 
purpose of this defensive reserve to en- 
able your fund to take advantage of 
buying opportunities as they arise.” 


Why Not Sell Friends? 


Many agents make the mistake of 
hesitating to approach their friends 
about life insurance. 

The error in this view has shown 
many experienced agents how wrong 
this timidity can be. They know that 
it often works an injustice on the wives 
of close friends. 

They ask the question: If an agent 
doesn’t ask his friends to buy then who 
will? Other agents in town, knowing 
that the prospective buyer is a friend 
of the modest agent, thinks he has sold 
the prospect, so they don’t ask him to 
buy. The agent friend hasn’t asked him, 
so he winds up with no coverage. 

This exposes the agent to the pain- 
ful reproach of his friend’s widow or 
children. 








State Employes Under SS 


Agents in West Virginia were alerted 
last week to the sales and service pos- 
sibilities arising from the extension by 
that state of social security coverage 
to its employes and to employes of its 
political subdivisions. 

The coverage was arranged by an 
agreement between the state and federal 
governments. Similar protection has 
been extended to employes of the states 
of California, Arkansas, Oklahoma and 
Idaho since the 1950 revision of the 
act. 


Using Club Membership 


A successful agent recently divulged 
his system of tying in his social activi- 
ties with his sales work. 

When asked which committees of his 
club he would like to be appointed to 
he sought membership on the athletic 
and on the admissions committee. He 
presumed that on the athletic committee 
he would be more likely to encounter 
insurable risks. On the admissions com- 
mittee he would have an opportunity to 
review financial data on all new mem- 
bers and so get to know them and their 
background. 

In his alumni association he recently 





took a position on a fund-raising com- 
mittee because it exposed him to wealth- 
ier alumni of his college. 








Convention Dates 


April 2-5, N.A.L.C. blanks committee 
Commodore Hotel, New York. M 


April 3-7, National Assn. of Life Un- 
derwriters, midyear, Hotel Radisson 
Minneapolis. : 


April 9-10, L.I.A.M.A. A. & H. spring 
seminar, Drake hotel, Chicago. 


April 9-11, Home Office Life Under. 
writers Assn., annual, Greenbrier hotel 
White Sulphur Springs, W. Va. : 


April 10-11, N.A.IL.C. zone 3 meeting 
Roosevelt hotel, New Orleans. : 


April 24-25, American Life Convention 
regional meeting, Tutwiler hotel, Bir. 
mingham. 


April 27-28, North Central Round 
Table of Life Insurance Advertisers 
i.. Elms hotel, Excelsior Springs, 
oO. 


April 29-May 2, N.A.I.C. zone 2 meet- 
ing, Francis Marion hotel, Charleston, 





April 30-May 2, U. S. Chamber of Com- 
merce annual meeting, Washington, D.¢. 


May 1-2, American Life Convention 
— meeting, Hotel Radisson, Minne- 
apolis. 


May 7-8, L.I.A.M.A. large companies’ 
conference, Skytop Lodge, Skytop, Pa. 


May 13-15, Southern Round Table 
meeting of Life Insurance Advertisers 
Assn., Biltmore hotel, Atlanta. 

May 14-16, H. & A. Underwriters Con- 
— annual, Book-Cadillac hotel, De- 
roit. 

May 14-16, Insurance Accounting & 
Statistical Assn., Palmer House, Chicago. 

May 21-22, Assn. of Life Insurance 
Counsel, spring meeting, the Homestead, 
Hot Springs, Va. 

May 21-22, Life Office Management 
Assn., spring conference, Mayflower ho- 
tel, Washington, D. C. 

May 22-23, Society of Actuaries, west- 
ern spring meeting, Cosmopolitan hotel, 
Denver. 

May 24-25, Life Insurance Assn. of 
Geperes. Hotel Cavalier, Virginia Beach, 

a. 


May 29-31, Canadian Life Insurance 
Officers Assn., annual, including life 
agency officers section, insurance adver- 
tising section, Royal Alexandra hotel, 
Winnipeg. 

June 3-6, National Assn. of Insurance 
Commissioners, New Ocean House, 
Swampscott, Mass. 

June 11-13, International Assn. of 

. & H. Underwriters, Dallas, 

June 14-16, Life Insurers Conference, 
ig capa hotel, White Sulphur Springs, 

. va. 


June 15-16, Texas Assn. of Life Un- 
derwriters, Galvez hotel, Galveston. 
June 18-20, L.1.A.M.A. combination 
companies spring conference, Green- 
— hotel, White Sulphur Springs, W. 
a. 


June 18-29, Life Officers Investment 
Seminar sponsored by the Financial Sec- 
tion of American Life Convention, Be- 
loit College, Beloit, Wis. 

June 21-22, annual meeting, Kentucky 
Life Underwriters Assn., Brown hotel, 
Louisville. 

June 25-27, American Life Convention, 
Medical Section, Broadmoor hotel, Colo- 
rado Springs. 

Sept. 10-12, International Claim Assn. 
annual meeting, Monmouth hotel, Spring 
Lake, N. J. 

Sept. 17-21, National Assn., of Life 
Underwriters, annual meeting, Biltmore 


Sept. 24-27, National Fraternal Con- 
gress, annual, Morrison hotel, Chicago. 

Sept. 26-28, Society of Actuaries, Royal 
York hotel, Toronto. 

Oct. 9-12, American Life Convention, 
annual meeting, including annual meet- 
ings of the Legal, Financial, Agency, 
and Combination Companies Sections, 
Royal York hotel, Toronto. 

Oct. 29-31, Bureau of A. & H. Under- 
writers, the Homestead, Hot Springs, Va. 

Nov. 8-10, Institute of Home Office Un- 
derwriters, annual meeting, Edgewater 
Beach hotel, Chicago. 

Nov. 12-16, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 

Dec. 12-13, Life Insurance Assn. of 
America, annual meeting, Waldorf- 
Astoria hotel, New York City. 
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Hays Heads New England 
Mutual General Agents 


Rolla R. Hays, Jr, Los Angeles, 
was elected president of New England 
Mutual Life’s General Agents Assn. at 
the annual meeting at Palm Beach. He 
succeeds Edward G. Mura of Kansas 
City. William B. Wagner, Harrisburg, 
was named vice-president and E. Clare 
Weber, Cleveland, secretary. Mr. Mura 
and Benjamin W. Davis, Richmond, are 
the other members of the executive 
committee. 

Some significant figures on the im- 
portance of home office training as re- 
flected in the survival ratios of field men 
after the first several contract years 
were given at the meeting by Homer C. 
Chaney, director of agencies. He said 
that out of 356 graduates of the home 
office training courses since 1946, 312 
or 86% ae still in the insurance busi- 
ness; 297 or 83% are still in life insur- 
ance and 279 or 78% are still with New 
England Mutual. 

The average annual production of 
graduates of the new agents training 
course is $65,000 higher by the end of 
the second year and $88,000 higher by 
the end of the third year than production 
of non-school men who survived. Also, 
the production of training course gradu- 
ates improves by an average of $44,000 
over their rate before attending the 
courses. As of Jan. 1, 1951, 28% were 
graduates of home _ office training 
courses, and they paid for 33% of the 
business written by full-time men. 





Wis. Bill Would Alter 
Taxation of Companies 


A bill that is likely to cause a good 
deal of controversy has been introduced 
in Wisconsin and is expected to get 
early hearings by the senate committee 
on labor and management. The main 
purpose is to require domestic mutual 
fire companies to pay state license fees, 
from which they are now exempt, but 
also included are drastic revisions in the 
present tax setup. Among the changes 
proposed is one to eliminate the 2% 
premium tax on all foreign life compa- 
nies and a repeal of the tax formula now 
used on Wisconsin life companies of 
3.5% of investment income after de- 
ducting interest required to maintain 
reserves. The proposed new 1.25% fee 
on life premiums, less dividends, would 
apply alike to domestic and foreign com- 
panies, 

The measure would also repeal the 
reciprocal and retaliatory laws, by which 
out-of-state companies are not charged 
higher license rates than those imposed 
on Wisconsin companies in other states. 
The department is fighting this section 
of the bill. 


Fries Now Full Veep 


George E. Fries has been elected a 
vice-president of Government Employ- 
ees Life of Washington, D. C. He was 
formerly assistant vice-president. 
Charles H. Von Drehle was elected as- 
sistant secretary. 


Cal. License Scope Clarified 


Attorney General Brown of Cali- 
fornia in an opinion to Commissioner 
Maloney has ruled that the holder of a 
“life only agent” license may write in- 
surance which includes additional indem- 
nity for accidental death when included 
im or in a contract supplemental to a 
contract of life insurance. He recom- 
mends, however, that legislative clarifi- 
cation by amendment of the statute be 
sought. 











State Mutual Life has appointed 
Dwight H. Adams home office group 
representative at Cleveland, where he 
will be associated with Allin B. Turner, 
home office group representative in 
charge. Mr. Adams has been receiving 
training in the home office group de- 
_ since joining the company last 
une. 





Messinger, Taggart, Peterson 


Pacific National Life has advanced 

: Messinger to vice-president, 
Scott Taggart to treasurer and Robert 
A. Peterson to assistant secretary. 
_ Mr. Messinger joined the company 
in 1946. He majored in actuarial science 
at University of Manitoba and Univer- 
sity of Michigan. He joined Missouri 
State Life in 1926 and later was actuary 
for American Life of Denver and the 
Colorado department. He has_ been 
actuary of Pacific National. 


Mr. Taggart entered insurance in 
1927 and joined Pacific National in 
1929. After several years in the field he 
left insurance for the gas and oil busi- 
ness and later became superintendent 
of business enterprises for the war re- 
location authority at the Japanese reloca- 
tion center near Cody, Wyo. He re- 
turned to insurance as superintendent 
of agencies for Pacific National in 1944 
but was given leave of absence to act 
as president of the Swiss-Austrian mis- 
sion of the Latter Day Saints Church 
in Switzerland. He returned in 1949 and 
has been actively engaged in invest- 


ments for the company. 

Mr. Peterson, who attended James 
Millikan University at Decatur, IIl., and 
served in the last war, joined Pacific 
National in 1947. He has served as per- 
sonnel director, manager of the first 
year department and assistant office 
manager. He was recently elected to 
represent the employes on the board 
of the company’s new pension plan. 





Howe P. Cochran, attorney, spoke at 
a meeting of Estate Planning Council 
of Chattanooga on “Tax Aspects of 
Estate Planning.” 








St. Louis, Mo. “I get my work 
out twice as fast with my IBM 
Electric. Better carbons and 
nicer results, too.’ 






Seattle, Wash. “‘I can type on 
my IBM Electric for hours 
without getting tired.” 


* Excerpts from 
pron atl letters. 


[ 1BM | Clectiic Typewriters 


INTERNATIONAL BUSINESS MACHINES CORPORATION 


Letters of Credit’. 














gait 


Jacksonville, Fla. ““My speed 
has picked up at least 40 words 
a minute now that I have an 
IBM Electric Typewriter.” 






namin \ 
. 






New Brunswick, N. J. ““My 
secretary turns out letters 
I’m proud to sign, proud to 
have represent me and m 
company. She types so muc 
faster, too, that now she 
can relieve me of much of 
my regular routine work.” 






IBM, Dept. NL-1 

590 Madison Ave., New York 22, N. Y. 

oO I'd like to see a demonstration of 
an IBM Electric Typewriter. 


C Please send descriptive folder. 


Name. 





(please print) 
Company. 





Address 
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OPPORTUNITIES 






EUGENE, OREGON 
Population: 35,672 


Increase of 71% in 10 years. 
The new lumber "capital" of 
America. Wonderful recrea- 
tional area. A grand place to 
live . . . good openings for 

growing men with a growing 
company — West Coast Life. 









INSURANCE COMPANY 





SAN FRANCISCO 


ADAPTABLE 


Postal Agents are cashing in 
on Postal’s new ADAPT- 
ABLE policy. 

As a broker or surplus 
writer, you too will find it 
extremely adaptable to your 

many needs. 


Send for 
\ descriptive folder 
') POSTAL LIFE 


FIFTH AVENU® NEW YORK 17. NEW YORK 


Avoidance of Sales Plugs Adds Potency 
to Metropolitan’s Radio Promotion 


While never attempting directly to 
sell life insurance, even by implication, 
Metropolitan Life’s radio advertising 
campaign is not only the pioneer of its 
kind in the country but described by 
many as one of the most successful in 
promoting sales. 

In the approximately five years since 
the present radio campaign—on helpful 
hints for good health—was inaugurated, 
more than two million direct requests by 
mail have been received by Metropolitan 
for health and welfare pamphlets. Com- 
pany agents themselves have further 
substantiated the effectiveness of this in- 
direct promotion in making potential 
customers life insurance conscious in 
general and Metropolitan conscious in 
particular. 

Paradoxically enough, perhaps, the 
advertising department which arranges 
these radio broadcasts is completely di- 
vorced from the agency department. The 
former, of which James L. Madden, 2nd 
vice-president, is in charge, even main- 
tains its office space well isolated from 
the agency offices by a number of floors. 
This is not because of any mutual dis- 
like between the departments or jeal- 
ousy but because of the well calculated 
purpose of making the program appear 
at least as a public service completely 
free of commercialism. 

Judging from the public’s response 
Metropolitan would seem to have suc- 
ceeded in this purpose. 


Pioneered in Radio Back in 1925 


Metropolitan made history among life 
companies in 1925 when it started its 
famous morning set-up program. In a 
small tower studio on the 36th floor of 
the home office on Madison Square, 
Arthur Bagley (who now lives in Flor- 
ida) became what might be described as 
of the modern disc 


the granddaddy 
jockey. 
He was selling health, however, in- 


stead of undiluted entertainment. Even 
listeners who were not athletically in- 
clined liked the program, and there was 
always the piano accompaniment to 
listen to. The pianist, Bill Mahoney, 
died just recently. 

This setting-up exercise program con- 
tinued until 1936. In 1925 the budget 
for radio advertising was $100,000 and 
the program at the peak was carried by 
a network of 10 stations. 


Over $1 Million Budget Now 


By contrast this budget is now well 
over $1 million and 400 weekly Metro- 
politan programs are carried on 60 sta- 
tions throughout the country. Most of 
the programs are local 15-minute news 
broadcasts, although there is one net- 
works newcast: Allen Jackson at 6 p .m. 
(EST) over CBS. 

The health pamphlets cover a liberal 
range of subjects with no sales thoughts 
contained or implied in any way. The 
most popular pamphlet at present con- 
cerns overweight. The least demand is 
for the one on safe driving. Metropoli- 
tan officials attribute this rather surpris- 
ing lack of interest to the fact that most 
of us consider our driving to be beyond 
any possible criticism. 

Another popular booklet covers cook- 
ing. Others discuss the heart, respira- 
tory diseases, cancer, teeth, arthritis and 
first aid. 

Printed After Consultation 


The booklets are prepared after care- 
ful collaboration with the medical de- 
partment and the statistical and field 
management departments. Outside agen- 
cies including those connected with the 
federal government are also asked to 
help when these pamphlets are pre- 
pared. 

Requests come from all over the coun- 
try and from abroad. Recently a man in 
Paris said that he became interested in 
the cancer booklet through reading a 
Metropolitan advertisement in an Amer- 
ican magazine. After sending for and 
reading the pamphlet he decided to have 
a medical checkup. It revealed that he 


did have cancer in the early stages and 
thanks to his prompt attention it was 
arrested by the doctors before it could 
become fatal. 

These health broadcasts have received 
favorable commendation by the U. S. 
Public Health Service as well as various 
awards from the advertising trade. 


Haley Fiske Started It All 


The idea was started while the late 
Haley Fiske was president. His basic 
theory was that a healthy population 
means fewer deaths, and fewer deaths 
mean fewer claims to pay. Thus, in a 
mutual company like Metropolitan, 
there are all the more dividends for the 
policyholders. 

Mr. Fiske took great pride in writing 
health messages in the company’s early 
advertisements; his colleagues, in fact, 
used to say that he labored over his 
few dozen words with all the care and 
thought which Lincoln must have ap- 
plied to his Gettysburg address. 

The only possible integration between 
these radio programs and the agents’ 
activities may be found in announce- 
ment cards which are given agents to 
distribute to their clients as they wish. 
Even these cards are devoid of any 
advertising literature and simply call at- 
tention to the program and the booklets 
which are available. Almost all agents 
agree that this subtle form of advertising 
is a great aid to their own efforts. 





Suggests Using Realistic 


Sales Terms on Prospects 

Ralph G. Engelsman, general agent 
of Penn Mutual in New York City, is 
now coaching his agents in sales talks 
which he hopes will present life insur- 
ance ideas to prospects in terms that 
are realistic to them. Sales talks are 
slanted at interesting people in putting 
away $2, $5, or $10 weekly. 

Most prospects are in an income 
bracket where it is unusual if they have 
more than a few dollars in their bank 
account and it is unreal for an agent to 
talk with them about a big premium, 
says Mr. Engelsman. The prospect’s 
immediate reaction is that the premium 
is altogether out of line with his bank 
balance if he hears it that way. 

Similarly, Mr. Engelsman observes, 
the prospect is frightened if an: agent 
mentions $25,000 of insurance or any 
large figure. It is much easier, he sug- 
gests, if the agent can discuss the: man’s 
affairs with him and then show him 
how he can reach his financial objec- 
tives for a few dollars weekly. Ten 
dollars a week is psychologically much 
less than a $500 premium to the pros- 
pect. This approach need not in any 
way affect the sale on a needs basis. 
Rather, it makes it much more likely 
that the needed coverage will actually 
be bought. 

On the trend toward professionalism, 
Mr. Engelsman opines that some agents 
get too involved in presenting complex 
statistical policy analyses when, by talk- 
ing in direct realistic terms, even in busi- 
ness insurance cases, they could much 
sooner induce the prospect to set aside 
each week the money he must save to 
buy the insurance. That, ultimately, is 
what the technical approach must ac- 
complish. Why, he asks, should agents 
put the cart before the horse? 





The Ricks Strong agency of. John 
Hancock at Dallas has appointed Sabel 
Bruce brokerage supervisor. Miss Bruce 
has been in life insurance in Dallas for 
15 years and has had wide experience in 
pension and profit-sharing trust plan- 
ning. 





Empire Life of Ontario has named 
Gilbert D. Shore as manager of the 
Montreal centre branch. Mr. Shore is 
a Canadian air force veteran who has 
been in the life insurance business since 
1944. 


Smart’s Agency Honored 


Members of the Detroit agency of 
the Equitable of Iowa were honored 
at a victory dinner honoring the agency’, 
attainment of first place in paid _ busi- 
ness production in 1950. R. E. Fuller, 
agency vice-president, represented the 
company as host. 

The agency, headed by Frederick A. 
Smart, paid for $4,905,363 in 1950. Four 
Detroit agents were among the 20 lead- 
ing producers of Equitable: T. R. 
Hawkins, Jackson; R. H. Gilbert, Kala- 
mazoo; H. O. Smart, Detroit, and H. L; 
Harvey, Kalamazoo. 


L.O.M.A. Publishes Proceedings 

Life Office Management Assn. is dis- 
tributing its 1950 proceedings containing 
papers and reports from the spring and 
annual conferences. 


NEWS BRIEFS 


John E. Kay has been appointed man- 
ager at Memphis, Tenn., for Life & 
Casualty Insurance. 

The Paulus agency of State Mutual 
Life at Dayton was addressed by H. E 
St. Clair, editor of the agent’s service of 
the Diamond Life Bulletins, who spoke 
on social security. 

Harry C. Hagerty, financial vice- 
president of Metropolitan Life, was 
elected to the board. 

The central states convention of Indi- 
anapolis Life was held at Indianapolis. 

Frank C. Morrow, director of field 
training for London Life of Ontario, 
has retired after 26 years of service. 

F. W. Hubbell, president of Equi- 
table of Iowa, has been elected a di- 
rector of the Maytag Co. 

Will E. Gehman, New England Mu- 
tual, Philadelphia, spoke on “What's 
New in Selling” at a meeting of Insur- 
ance Brokers Assn. of Boston. 

Mrs. Emma Smith, Louisville, Ky., 
has been elected to the board of Lincoln 
Income Life. She is the widow of P. K. 
Smith, one of the founders of the com- 
pany and its president at the time of his 
death last spring. 

Ridley Watts, Jr., has been elected 
to the board of Colonial Life to fill the 
vacancy created by the recent death of 
Frederick C. Vogt. He is executive vice- 
president of Spartan Mills. 
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Posty birthday cards The Postlethwaite Co., Inc. 
in pleasing, eye catch 17 East 14th St 
ing colors. Kansas City 6, Mo. 
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The year of 1950 was a period of successful operation for 
Royal Neighbors of America as a fraternal life insurance so- 
ciety. Highlights of operations last year follow: 

Insurance in force increased $3,035,208 to a total of $395,- 
675,240. 

Membership increased to 550,284. 

New insurance sold amounted to $23,622,705. 

Admitted assets advanced to a total of $133,365,287.77, an 
increase of $4,225,120.21. 

Certificate reserves increased. $3,147,966 to a total of $110,- 
175,916.21. 


— 
cighbors ‘ini ‘einai 


RESERVE FRATERNAL LIFE INSURANCE 


56th 
ANNUAL REPORT 
FOR THE YEAR ENDING 
DECEMBER 31, 1950 


Contingent reserves increased $1,212,362.81 to a total of 
$16,494,363.23. 

Benefits paid amounted to $6,429,731.27, an increase of 
$301,370.02. Benefits paid since organization amount to 
$163,747,198.45. 

The net interest earned on benefit funds was 3.22 per cent. 

Dividends paid amounted to $1,478,844.88, an increase of 
$37,296.16. 


The ratio of actual to expected mortality reached a new low 
of 46.13 per cent. 


Condensed Balance Sheet of Royal Neighbors of America as of December 31, 1950 


ADMITTED ASSETS 
7, C15 | TNARBRRR Ee POCEACECCOODUCUCURCCOCULC( OC UCECCOOCUCOL CUCL $ 2,531,279.74 


UNITED STATES GOVERNMENT BONDG...............-0+- 23,504,176.54 
STATE AND MUNICIPAL BONDS .........0..eeccceeeeeeees 64,068,651.45 
Tax secured, $28,051,467.46, and revenue secured, $36,017,183.99. 
PUBEIC UPIELEY BONDS occ cccscisccccccccccacioceencennns's 13,048,886.99 
Operating companies. 
MNES og lerucaracice c's aciviecce HdcendéeesevdeddeecatecsanGsacass 8,136,386.80 
All public utility operating companies. ($8,001,560.00 pre- 
ferred, $134,826.80 common.) 
FIRST MORTGAGE LOANS ON REAL ESTATE............. 19,279,692.49 
Conventional $15,498,584.15; F.H.A. $2,173,825.27; 
G.I. $1,607,283.07. 
SUPREME OFFICE BUILDING ........ ip ped 554,409.68 
ROYAL NEGHBOR HOME ............. 201,087.62 ees 
CERBIBIGARE LOANS. .....ccsccccsidsscccccssiicnwsceeseeaccoene __ 793,583.16 
Money owed the Society by certificate holders on account of 
loans made to them on the security of their certificates. 
INTEREST DUE AND ACCRUED ......,.......cceeveeeveees 1,004,732.78 
PREMIUMS IN COURSE OF COLLECTION..............-+.. 424,826.54 
MISCELLANEOUS ASSBES. oo.c csc ccccccsscevcessivedtivetigees 18,661.60 


TOTAL ADMITTED ASSETS ..............eecceeeeeees $133,365,287.77 


These assets are valued on basis prescribed by National Associa- 
tion of Insurance Commissioners. 


LIABILITIES 


CERTIFICATE RESERVES — Computed at 3% and 214%.. 
Funds which, with interest and future premiums, will pay all 
certificate claims as they become due. 


. -$110,175,916.21 


DEATH CLAIMS AND MATURED ENDOWMENTS Weeidcseus 319,938.53 
Funds set aside for payment of claims in process of adjustment 
— those incurred but not reported prior to December 31, 
FUNDS HELD IN TRUST FOR BENEFICIARIES OF 
DECEASED MEMBERS  .......ccccccccccccccccccccccccce 78,324.77 
FUNDS FOR DIVIDENDS TO DECEMBER 3], 1951.......... 1,782,335.19 
PREMIUMS PAID IN ADVANCE .............csceecceceecees 211,951.02 
ESTIMATED AMOUNT DUE AND ACCRUED FOR TAXES.. 16,720.41 
FUNDS DEPOSITED BY MORTGAGORS FOR PAYMENT OF 
Rs f-S 55k Jose cwacdedadddscwaevdeidededinadcshdedes 359,961.15 
RESERVE FOR MORTGAGES ..........cceeeee cee ceeeceeeees 1,364,692.97 
MISCELLANEOUS ...... oh dain xs Khas Wes «o agnea aa ene eae Exe 576,545.99 
Includes funds set aside for expenses of quadrennial Supreme 
Camp in 1954. 
CONTINGENT RESERVES FOR FLUCTUATION IN MORTAL.- 
ITY, INTEREST AND VALUE OF ASSETS AND FOR 
FUTURE JUVENILE TRANSFER CREDITS ............ 16,494,363.23 
Funds held for the additional protection of certificate holders. 
UNASSIGNED (RUINS es bind cc ncccvccvcccedkeddddebecc¥ececace 1,984,538.30 
Available for any contingency. 
TORAL . EXAREETEIES® «0... ccccsccvscddsensecscvesssess $133,365,287.77 
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John O. Todd Makes Hit 
in Oklahoma City Talk 


John O. Todd, Northwestern Mutual 
Life, Chicago, chairman of the Million 
Dollar Round Table, addressed Okla- 
homa City Assn. of Life Underwriters 
at a breakfast meeting. His talk, which 
was. enthusiastically received, was 
divided into four sections: “Tax Absorp- 
tion Through Insurance,” “Estate 
Creation by Insurance,” “Annuity Prin- 
ciples” and “Inflation and Deflation. 

In comparing insurance and_ invest- 
ments as a protection against inflation 
and deflation, Mr. Todd cited his 
mother’s experience. Her income at the 
time of his father’s death in 1918 was 
20% from insurance and 80% from in- 
vestments. During the depression in 
1932 the ratio changed to 80% from in- 
surance and 20% from investments, 
and even now, under the inflationary 
tendency today, it is 40% from insurance 
and 60% from investments. 


Illinois Assn. Legislative 
Dinner Planned for April 25. 


Illinois State Assn. of Life Under- 
writers has extended invitations to all 
state legislators for the second annual 
legislative dinner at Springfield on 
April 25, following the annual meeting. 
The idea is to have agents dine with 
their legislative representatives to im- 
prove the relations of the business with 
the solons. f 

John D. Moynahan, Metropolitan 
Life, Berwyn, president of N.A.L.U., 
will be the featured speaker. Gov. Stev- 
enson and Insurance Director Day of 
Illinois will extend greetings. Also at 
the speakers’ table will be Lieutenant 
Governor Dixon, Warren L. Wood, 
speaker of the house; Wallace Thomp- 
son, president of the senate; James W. 
Ross, assistant to the insurance director, 
Harry R. Hicks, regional vice-president 
of New York Life, William E. North, 
New York Life, Chicago, state associa- 
tion president; Robert R. Reno, Jr., 
Equitable Society, Chicago, legislative 
chairman, and other officers and com- 
mittee heads of the state association. 








Texans to Meet June 15-16 


Business and entertainment highlights 
for the annual meeting of Texas Assn. 
of Life Underwriters at Galveston June 
15-16 have been announced by E. Dale 
Shepherd of Houston, general chair- 
man. The tentative program follows: 

June 15—Meetings of Texas Lead- 


ers Round Table, Combination Leaders 
Round Table and general agents and 
managers section; barbecue on the 
beach at night with Texas Prudential as 
host. 

June 16—Business session of the as- 
sociation in the morning, luncheon for 
entire convention, sales congress in 
afternoon, and president's dinner-dance 
in the evening, with officers of Amer- 
ican National as hosts. 


Tennessee Has Four-Day 
Traveling Sales Congress 


The traveling sales congress of Ten- 
nessee Assn. of Life Underwriters at- 
tracted more than 300, with stops at 
Memphis Wednesday, Nashville Thurs- 
day, Chattanooga Friday, and ending at 
Knoxville Saturday. “The value of in- 
surance today has nearly been cut in 
half by inflation,’ declared Commis- 
sioner Allen, one of a panel of speakers 
which included Herbert A. Hedges, 
Equitable Life of Iowa, Kansas City; 
J. L. Burnett, division supervisor of 
field training for Metropolitan Life, and 
K. E. Robinson, Mutual Benefit Life, 
Elizabethtown, Ky. 

Citing a 12% gain in life insurance in 
Tennessee for 1950 to a total of $3,400,- 
000, Commissioner Allen pointed to the 
fact that the total represents an aver- 
age of only $1,000 per person of the 
state’s population as compared with a 
national average in excess of $1,600. 

Mr. Hedges spoke on ‘Sales Slants,’ 
and Mr. Burnett on “Timeliness.’ 
R. Sclater Brown, Equitable of Iowa, 
Nashville, president of the state asso- 
ciation, presided at each of the sessions, 
giving way in the afternoons to presi- 
dents of the local associations. 


’ 





Moynahan on Chicago Card 


John D. Moynahan, president of Na- 
tional Assn. of Life Underwriters, will 
speak at the sales congress of the Chi- 
cago association at the La Salle Hotel 
April 13 on “Signposts at the Cross- 
roads.” An attendance of 1,000 is ex- 
pected. 





Conn. Congress Speakers 


The annual sales congress of Con- 
necticut Assn. of Life Underwriters will 
be held at the Yale law school audi- 
torium, New Haven, April 5. An at- 
tendance of 500 is expected. 

S. Rush Coffin, Aetna Life, Hartford, 
is general chairman. Speakers include 
John Marshall Holcombe, Jr., managing 
director of L.I.A.M.A.; A. Gordon 
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Nairn, Canadian director of agencies of 
Prudential at the Toronto head office; 
Sadler Hayes, million dollar producer 
for Penn Mutual and its leader in 1950; 
Lambert Huppeler, New York City gen- 
eral agent New England Mutual, and 
Owen Eames, Northwestern Mutual, 
Boston. 


Kentucky Meeting Set June 21-22 


The annual convention of the Ken- 
tucky Life Underwriters Assn. will be 
held June 21-22 at the Brown Hotel, 
Louisville. Robert Elder, Sun Life, 
Louisville, is chairman of the committee 
in charge. 





Norfolk—lIsaac S. Kibrick, New York 
Life, Brockton, Mass., addressed a meet- 
ing sponsored jointly with the chamber 
of commerce. G. Leslie Hall, president 
of the chamber, stressed the increasing 
value of the life insurance agent. 

Flint, Mich.—B. N. Woodson, executive 
vice-president of State Life of Indiana, 
addressed about 200 life men from six 
Michigan cities. Delegations were pres- 
ent from Saginaw, Bay City, Pontiac, 
Port Huron and Ferndale. 

MeCook, Neb.—The Republican Valley 
association heard Rev. Paul G. Brooks, 
Oberlin, Kan., speak on “Eternal Life In- 
surance.” 

Hastings, Neb.—Dan Seiverling of the 
agency department of Bankers Life of 
Nebraska spoke. The group will meet in 
Grand Island on April 17 with the Grand 
Island and Kearney associations. 

La Crosse, Wis.—Life insurance bene- 
fits are a great aid to widows and serve 
as a deterrent of juvenile delinquency 
when the head of a family dies. Henry 
J. Ahrens, mayor of La Crosse, told the 
Western Wisconsin association. He also 
praised life insurance arrangements for 
partnerships and other business firms. 

Alliance, Neb.—Northwestern Nebraska 
Assn. heard Kirt Smith speak. The next 
meeting is scheduled for April 18 at 
Scottsbluff in conjunction with the Pan- 
handle association. 

Grand Island, Neb.—Robert M. Ryker, 
field supervisor for Guarantee Mutual 
Life, described how to sell policies to the 
average man. 

St. Louis—Frederick M. Peirce, associ- 
ate director of company relations of 
L.L.A.M.A., said that too often agents 
overlook the great potentialities of the 
market among highly-paid mechanics 
and laborers. These hourly workers with 
fat weekly pay checks are suffering less 
from the squeeze of inflation and taxes 
than ithe white collar people, he declared. 

Greensboro, N. C.—Howard Carr has 
been elected president; George Stone, 1st 








vice-president; W. B. McGlamery, 2nd 
vice-president; P. B. McGruder, treas- 
urer; B. G. Lambe, secretary; W. Dick 
Hinton, national committeeman, and 


Walter J. Bernstein, state committeeman. 

Northern New York—At a meeting at 
Watertown, Leon Schwarzmann, Jr., 
Northern New York Trust Co., discussed 
the part that the life agents can play 
in helping to set up estates and the need 
for closer cooperation between life insur- 
ance men and trust companies. 


FRATERNALS 


Pawlik Elected President of 
Wis. Fraternal Congress 


MILWAUKEE—Albert Pawlik, Fed- 
eration Life, Milwaukee, was elected 
president of Wisconsin Fraternal Con- 
gress at its annual meeting here, suc- 
ceeding R. Gordon Pope, Equitable Re- 
serve, Neenah. Otto Rentner, Aid Assn. 
for Lutherans, Appleton, was named 
vice-president, and Mrs. Pearl Bohm, 
Royal Neighbors, Milwaukee, was _ re- 
elected secretary. 

‘C. F. Lawler, Catholic Order of For- 
esters, president of Milwaukee Fraternal 
Life Underwriters Assn., welcomed the 
delegates. R. E. Henning, medical di- 
rector of Equitable Reserve, discussed 
“The Underwriting Aspects of Heart 
Disease.” Robert Osler, vice-president 











of Rough Notes, Indianapolis, said in- 
surance should be emphasized as a 
means of security and commented that 
Americans seem to be fleeing from in- 
dividual responsibility and are looking to 
government to give them everything, 


including personal security. John p 
Stock, president of Maccabees and 9; 
National Fraternal Congress, also wa; 
a speaker. 





The Ohio senate insurance committee 
has recommended a bill to permit 
fraternals to transfer funds to the ex. 
pense fund. 


POLICIES 


Offers New Annuity Forms 


National Equity Life of Arkansas j; 
offering two participating retirement an- 
nuity policy forms, one an annual pre. 
mium and the other a single premium 
form. Both provide a death benefit equal 
to the greater of the cash value or the 
premium paid. Both have cash and loan 
values at the end of the first policy 
year. Each is issued to provide a 10-year 
certain life annuity payable monthly be. 
ginning at age 65. The annuitant may 
elect that the cash value be appliej 
under a settlement option at any time 
not later than age 70. A special option 
is available in the form of a joint life 
annuity with two-thirds payable to sur- 
vivor. 

In the event of default in payment of 
premiums under the annual premium 
form, the cash value at date of default 
will be accumulated at interest until the 
date when the annuity is to commence, 
at which time the accumulated cash 
value will be applied to provide an an- 
nuity of reduced amount. This is the 
policy’s non-forfeiture option for a paid- 
up participating annuity of a reduced 
amount. 


Changes Non-Medical Plans 


_ United Life & Accident is now issu- 
ing non-medical insurance up to the fol- 
lowing amounts until examined: Males 
ages 0-30, $10,000; 13-35, $7,500; 36-40, 
$5,000; females 0-30, $7,500; 31-35, $5,- 
000; 36-40, $3,000. There is no limit on 
the amount written in one year as long 
as examination intervenes after the pre- 
ceding limits have been reached. All 
forms of policies will be considered on 
non-medical applications. 
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Emmett M. Smith, regional manager 
for Franklin Life at Houston, has 
moved his office to a ground-floor |o- 
cation at 2919 Milam street. 


Manhattan Life has set a goal of $10 
million submitted for president's month, 
in honor of Thomas E. Lovejoy, Jr. 
Wall plaques will be presented to lead- 
ing agents and general agents on a re- 
gional competitive basis. 





Fidelity ww, 
Scores “| 
High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 
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V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 


ASSOCIATION 
Home Office - Fulton, Illinois 
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Caution Keynote on Common Stock Bill 


(CONTINUED FROM PAGE 1) 





not interested in common stock. A year 
ago, Equitable Society, through Henry 
G. Wood, now secretary, expressed the 
view at legislative committee hearings 
that common stock investments would 
be unsound and dangerous. The com- 
d not indicate at the 1951 hear- 
ings that it had changed its position. 
That removes another 20% of the do- 
mestic company stock buying potential. 
The opinions of these companies, of 
course, are not irrevocable. 

New York Life and Mutual Life, how- 
ever, have spoken in favor of the com- 
mon stock proposal and will be the ma- 
jor domestic equity buyers. These two 
companies, with others in the state that 
may use the new law, have a combined 
stock purchasing capacity a little more 
than $190 million. 

Increased purchases by out-of-state 
companies under the expanded substan- 
tial compliance concept could perhaps 
double this figure. The total of U. Ss. 
common stock holdings of all life com- 
panies at the end of January, 1951, ac- 
cording to Institute of Life Insurance, 
was about $500 million. That figure 
includes the portfolios of companies 
not entered in New York and which 
will not be directly affected by the 
new law. Life Insurance Assn. of Amer- 
ica has estimated that the $414 million 
of common stock held at the end of 
1949 could potentially rise to about 2% 
of assets or $1,191 million, or 1.8% of 
the market value of all common stocks 
listed on the New York Stock Exchange 
at the end of 1949. Each of these 1949 
dollar figures should be raised slightly 
to take care of 1950 increases. 

That volume of new money would 
have a great effect on the stock mar- 
ket’s 669 issues which have paid divi- 
dends for the past 10 years, which they 
must have done. to qualify for life 
company investment. 


pany di 





NEGATIVE FACTORS 





There are many factors to consider 
however in determining what life com- 
panies will do with the new found 
authority they may receive. 

Companies would appear to be un- 
interested in common stocks at present 
for these reasons: 

1. The market is at a 20-year high, 
normally a discouraging time for the 
long pull investor to buy equities. 

2. The economic future in a defense 
economy is uncertain. 

3. Companies are traditionally con- 
servative and cautious in investment 
practice and will, in no event, do any 
plunging because of the law. 

4. Because the bill says they may in- 

vest a certain amount is by no means 
a guarantee that they will use their 
authority to the maximum limit. 
_ 5. Companies already have made their 
investment plans for the next few 
months or longer, and some have com- 
mitted most of the new money they 
will get during that period to other 
outlets. . 

6. The National Assn. of Insurance 
Commissioners for annual statement 
Purposes requires companies to value 
common stocks at market. Companies 
won’t expose much surplus to market 
turbulence, which they must do with 
common stocks, unless they are able to 
obtain the agreement first of fire com- 
panies, then of the N.A.I.C. to their 
plan for an amortized valuation of 
stocks. It is very likely that life com- 
panies will soon increase their agitation 
for a new valuation formula. 

7. There has been no indication of 
the interpretation the New York de- 
partment will place on the substantial 
compliance provision of the state’s in- 
vestment law in view of the revision. 
Perhaps it may recognize out of state 
companies’ equity holdings up to the 
New York percentages as a starting 
Point and review the excess for sub- 


stantial compliance. That problem hasn't 
come up yet. 

On the positive side, companies at- 
tracted by the higher yields available 
on common stock will bring to bear 
their vast research facilities and un- 
doubtedly come up with the market’s 
best available buys. Certain securities, 
such as some public utilities, haven’t 
participated in the advances enjoyed 
by the others in recent years and may 
prove attractive. They have been in 
appreciable supply and this has held 
down their price. Various industrials 
are up but are being praised for their 
earnings. 

Companies have made detailed in- 
vestigations of many corporations in all 
fields in considering bond and other 
financial transactions. Consequently 
they have on hand a vast store of 
knowledge on thousands of businesses. 
This information will serve well in 
stock purchase decisions. 


Good Source of Market Support 


The investment outlook in the hous- 
ing and securities fields may be cramped 
appreciably as present commitments are 
worked off during the summer and, de- 
pending upon many ramifications in the 
defense production situation, companies 
may turn to equities through necessity. 

Then entry of New York companies 
into the common stock field should in 
any event, financial people believe, serve 
as a good source of market support 
should it run into a period of decline. 





Columbia Center to Study 
Top Management Field 


(CONTINUED FROM PAGE 3) 
board, and has been a management con- 
sultant there in recent years. 

The center was set up after a year 
of exploratory consideration with life 
insurance executives, chiefly in the east- 
ern companies, who are concerned with 
developing administration capacities. 
Dean Philip Young of the graduate 
school of business comments, “Although 
Columbia has been enabled by com- 
panies in the greater New York area 
to make a beginning on the present pro- 
gram of research, we are aiming not at 
a regional, but at a national point of 
view. We believe that the center will 
not only grow in size as it becomes 
known throughout the industry, but will 
be regarded as a sound pioneering effort 
in this field of realistic business re- 
search.” 


Treasury Willing to Confer 
on Integration Regulations 


(CONTINUED FROM PAGE 3) 


be provided. The question how to com- 
pare private plans having excess benefit 
features with social security is difficult 
but revenue officials believe it should be 
done if practicable. 

Most insured private plans are not 
drawn up along lines similar to social 
security, officials say, and where a pri- 
vate plan contains something not com- 
parable to social security, they say the 
bureau might have to “discount” the 
employer’s plan for lack of something in 
social security, so that lower-compen- 
sated employes would not be deprived of 
something. The general thought is that 
the contributor may provide benefits on 
the same scale as social security. 

Last January Internal Revenue Com- 
missioner Schoeneman said his bureau’s 
pension trust division was preparing a 
ruling which was under consideration 
and would probably be issued shortly. 
The matter is now reported in the bu- 
reau’s general counsel’s office. 


MANAGERS 


Importance of Will Told 
at Chicago Cashiers Meet 


There is a surprisingly widespread 
ignorance of the importance of a will, 
Judge William F. Waugh of Cook coun- 
ty probate court told a dinner meeting 
Tuesday of Life Agency Cashiers of 
Chicago at which the cashiers’ general 
agents and managers were guests. 

Judge Waugh reviewed a number of 
probate court cases, showing how in- 
volved an estate can be when a person 
dies intestate or without having brought 
his will up to date. He explained that 
a will is not operative if the witnesses 
to it precede in death the person making 
it. In such instance, he said, everything 
goes to residuary estate and eventually 
may go to persons in whom legator has 
little interest. The same applies in cases 
where property described in a will has 
been sold and new property acquired. 

Stressing the importance of making a 
will, the judge said the time to make 
one is when a person is in good health. 
He 'told of cases where the will was 
set aside because doubt was established 
as to the legator’s mental competency 
at the time of making the will. Wills 
made on a death bed invite litigation, 
he added. 

John Raup, of the New York Life 











Turner agency, association president, 
presided. Brief talks were made by Earl 
M. Schwemm, Great-West Life, presi- 
dent Chicago Assn. of Life Underwrit- 
ers, and A. D. Crow, Lincoln National 
Life, secretary of Life Agency Mana- 
gers of Chicago. 


Defense-Clipped. Firms 
Termed Recruiting Sources 


A fine potential source of new re- 
cruits for life insurance is found in busi- 
nesses that have dropped part of their 
sales forces due to the defense curtail- 
ment of materials, Frederick M. Peirce, 
associate director of company relations 
of L.I.A.M.A., told the St. Louis man- 
agers at a dinner. Even though college 
recruiting may be affected by the war 
situation, the good college man will con- 
tinue to be the major source for re- 
cruiting life agents, he declared. He 
cautioned the managers not to overlook 
the fact that many women have proved 
good life insurance agents. 





Cal. Legislation Reviewed 
At meeting of Life Insurance Man- 

agers Assn. of Los Angeles, Frederick 

A. Schnell, Penn Mutual, vice-president 


of California Assn. of Life Under- 
writers, reviwed its current activities 
and Kellogg Van Winkle, Equitable 


Society, chairman of the association's 
legislative committee, outlined pending 
legislation. 

Among the measures he said the as- 
sociation is opposing were those for 
free life insurance for GI’s, reducing 
from 25 to 10 the minimum for a group; 
prohibiting a disability policy that has 
been in force for 10 years being can- 
celled by the insurer, and defining 
“riot” in life policies. He mentioned two 
UCD bills, one of which is being sup- 
ported and the other opposed. 








Dixon Heads S. F. Managers 


San Francisco A. & H. Managers 
Assn. hag elected Thomas S. Dixon, 
Massachusetts Indemnity, as president; 
D. M. Brovan, Mutual Benefit H. & A., 
vice-president, and Rangal Yorks, Fire- 
man’s Fund Indemnity, secretary-treas- 
urer. 





Small Groups Profitable 


The average first year commission in 
Prudential on group cases of 25 to 100 
employes in 1950 was $424. There was 
an average number of 3.7 coverages, 
and 44.6 employes. 
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|e piney are not reaped without there being first 
a time of planting and growing. Plans for 
retirement should be put into effect at an early age. 
Such plans made in later life do not permit 
reaping full benefits and often prove costly. 


Maccabees field representatives offer a plan of 
Retirement Protection unequalled anywhere. 
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insure the investor a more bountiful harvest. 
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open throughout the country. 
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on which outlets they have been count- 
ing. 

The Treasury, however, will probably 
be pleased at the 80% result. 

The over-all effect of the new Treas- 
ury issue on the future trends in interest 
rates in the mortgage and corporate 
security fields has replaced the attention 


which was given to company reaction 
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to the new issue of governments. 

There is considerable feeling that in- 
terest rates generally may now go up 
perhaps a quarer of a point at least on 
a short term basis because of the Treas- 
ury move. This will be true if demand 
holds up in the corporate field. The 
trend will be helped in the mortgage 
field also if views are sustained that 
in the last year much money that went 
into mortgages came from the sale of 
governments. If institutional holders now 
refrain from selling governments—and 
they must hold the new non-marketable 
bonds—there’ will be a concurrent dry- 
ing up of the supply of mortgage money, 
and a resulting upward pressure on 
rates. Some believe the mortgage rate 
must go up to attract investors who will 
otherwise tend to turn better yielding 
corporates. 





MORTGAGE MARKET 





The mortgage market has been slow- 
ing down slightly but commitments and 
a good volume of new housing starts 
despite construction curtailment has 
maintained a good demand. : 

After a period of a few months, how- 
ever, when mortgage commitments are 
worked off, and housing begins to dry 
up because of materials allocations and 
priorities, downward pressures will be 
exerted again. Perhaps the interest rate 
will be given a slight turn upward in 
the fall when the Treasury will be doing 
additional borrowing and will want to 
attract private money. 

This leaves the short-term picture, at 
least, in a fairly optimistic light from 
the life company investment standpoint. 

It is still too early and there are 
too many intangibles to tell what the 
long term on company investment in- 
come will be. Speculation on dividend 
increases is premature. 

Similarly, the expected autumn sale 
by the Treasury of new securities, at a 
yield conceivably higher than 234% is 
too nebulous to draw comment. 

Also in the speculative realm is the 
future of the market price of the 1%s 
to which the companies may convert the 
new 234s. If short-term money rates 
go up and the price down in a few 
years, companies will face even greater 
deterrents to exchanging the new 2%s, 
since they would face even greater losses 
than they do now. 


Won’t Hurt Cash Position 


Conversion to the new issue will prob- 
ably not affect company positions ma- 
terially in that if they should be pressed 
for cash, for example, in event of war 
deaths or extreme Korean war losses, 
or some other pressure for liquidation, 
they would probably be able to exchange 
other issues at better prices before turn- 
ing to the 1%s. They would liquidate 
other governments or perhaps corporates 
or other assets to meet demands. Life 
companies are in a much better position 
in this regard than, for example, some 
property insurers. Conditions would 
have to be extremely serious before a 
life company would be forced to liquidate 
these particular securities. 

Investment men point out that the 
conversion privilege of the new issue 
may be used by some companies under 
some circumstances. For example, if 
the yield on a new investment offered 
to them is attractive enough to make 
it worth-while to convert the 234% to 
144%, then sell the 14s and take the 
loss, the new investment would be ex- 
pected to make up for that loss and 
still produce a good return. 


Moral Suasion Being Used 


In addition there is a moral suasion 
being exerted on companies to convert 
to the new issue in support of the gov- 
ernment’s anti-inflation effort. Pressure 
is also exerted by the position taken 
by the joint committee on inflation con- 
trol of Life Insurance Assn. of America 


and American Life Convention, which 
has gone on record in support of the 
new issue and which is backing the 
voluntary credit restriction principles 
outlined by the federal reserve board. 

For annual statements, departments 
take a different view of bond valuations. 
As announced recently by the National 
Assn. of Insurance Commissioners com- 
mittee on valuation of securities, in 1951 
reports companies will be allowed to 
list the new securities at a cost equal 
to the amortized value of the bonds 
ee calculated at the surrender 
date. 

The converted 2%s were originally 
marketed by the Treasury as second 
world war Victory Bonds in late 1945 
and early 1946. Since then they have 
fluctuated several points above par, be- 
low which the federal reserve board 
pegging policy would not let the price 
fall. Company reports, consequently, 
carry the bonds at various prices, de- 
pending on when they purchased them 
and how much their price has been re- 
duced by amortization toward par. 

A company which has owned some of 
this issue of 244s for an average period 
of four years and which bought them 
at a weighted average price of 102 
might now have them reduced to 101 
and a large fraction. If a company went 
into the market today and bought 2%s 
at the apparently pegged price of 99 1/16, 
a most unlikely event, and then con- 
verted to the 234%, it would enter them 
in a statement at that cost. To get 
additional 234s, a company would first 
have to buy the below par 2%s and 
then convert to the 234s. They are not 
on sale to fresh money. 

Under the N.A.I.C. resolution, com- 
panies may carry the new 2%s at the. 
amortized value of the old 2%% issue. 
They take no book value loss, which 
on a market value basis might have 
dented surplus but in no case very ap- 
preciably, because of the drop in price 
of the 2%s. 

Similarly, life companies will not suffer 
from the drop in the price of all gov- 
ernment securities, all of which have 
followed down in price the issue being 
converted. Annual statements reflect a 
book value not directly related to mar- 
ket unless a company sells. Hence cur- 
rent developments encourage them to 
retain their governments. 


CURBS CONVERSIONS 


The bond price drop discourages a 
subsequent conversion of the 2%s to 
the marketable, five-year 144% notes. 
Since similar bonds are now worth 
about 98, a company exchanging its 234s 
for them will have to take a loss equal 
to the difference between what it 
paid for the 2%s, usually at a premium 
above par, and the future market price 
of the 1%s. 

The New York department reports 
that it has received requests from many 
companies to exchange their 2'4% bonds 
now on deposit with the state for the 
non-marketable 234% issue. 

Earlier the department had agreed to 
accept the new issue as deposit security 
and to arrange the exchange upon re- 
ceipt of a letter from the insurer asking 
that it be done. The new bonds will be 
valued by the department at 98, the mar- 
ket price of issues similar to the five- 
year, 144% notes to which the new 234% 
issue is convertible. 

The department values securities 
placed with it for deposit on a market 
or par valuation, whichever is lower, 
which means that a bon { can never ex- 
ceed par value for dvposit purposes. 
Companies have been carrying these 
bonds at par or better in their annual 
statements. So long as the market was 
above par there was no problem from 
the deposit valuation angle. Now, 
however, with the bonds below par and 
new bonds valued at,98, companies may 
have to put up more governments to 
qualify ‘under state deposit laws. 

The whole bond market situation is 
highly intriguing just now and the in- 
vestment people and company manage- 
ments are trying to apprehend what the 








future holds. It seems obvious that the 
federal reserve has quit monetizing 
the debt and taking everything thrown 
at it. The government bond market is 
having a potent effect on other finance. 
ing. For instance this week there was 
a $40 million issue of Consumers Powe, 
3s. This had to be offered at 3.05, and 
even so quite a selling job had to fy 
done. 

So far as the life companies are cop. 
cerned, this all means that they are g0- 
ing to get better earnings on their new 
money that is put into governmen 
bonds or other debt-type securities. Ay 
the same time it means that there js a 
decline in the market value of the bonds 
now in their portfolios. This is not 
looked upon, however, as a calamity 
because the intention generally in cop. 
nection with a bond investment on the 
part of an insurance company is to stay 
with it until maturity unless some ad. 
verse situation develops in connection 
with the issue. The bonds are entered 
in the statements at amortized valye 
which gives insurance companies ap 
advantage in this respect over the banks 
for instance. 

A decline in the price of preferred 
stocks, which sell on a yield basis, may 
accompany a general increase in the 
interest rate, and if that happens com. 
panies may have to write down the valy- 
ation of their preferred holdings to that 
extent. The resulting dent in surplus 
will be of no great concern. In fact, 
companies will be glad to have the pa- 
per write down in exchange for the 
higher yields. 

The effervescence throughout the se- 
curities field will add interest to the 
spring meeting of the committee on 
valuation of securities of N.A.I.C. Su- 
perintendent Bohlinger of New York, 
chairman of the committee, has called 
a meeting at New York on April 20. 
One of the subjects expected to be on 
the agenda is the so-called “Ecker plan” 
for the valuation of life company assets. 
The plan is named after F. W. Ecker, 
then financial and now executive vice- 
president of Metropolitan Life, who 
headed the committee of L.I.A. and 
A.L.C. which developed the proposal. 
The committee is now headed by F. W. 
Hubbell, president of Equitable of Iowa. 


Amortized Equities Valuations 


The “Ecker plan” sets forth a system 
for amortized valuation of equities 
which would eliminate the effect on 
surplus of short-term fluctuations in 
market values. Life companies are in- 
terested in equities for the long pull, 
as indicated by the mortality tables. 
Their problem differs from _ property 
insurers which must follow market values 
to keep in a liquid position in order to 
be able to meet sudden large losses or 


catastrophes. 
The importance of the recent N.A.LC. 
committee on valuations decision to 


permit companies to enter their new 
234% bonds at the amortized value of 
the 2%4s they exchanged for them is 
brought out by an example of what 
would have happened had a company 
wanting to exchange $50 million of the 
214s, been required to enter the new at 
the current market price of the 2%s, 
near 99. If they were carried at 102, 
the amortized value would be $50,100,- 
000. If the company were required to 
enter the new bonds at 99, the amor- 
tized value would be $49,500,000, a loss 
of $600,000. If the market for the long 
term 214s goes lower, the loss would 
be correspondingly greater. In fact, if 
the market value had been the guide on 
bonds, and the price slipped to 96 or 
95, it is possible that, at least for a 
limited number of companies, surplus 
might have been severely cut. N.A.LC. 
undoubtedly considered that possibility 
before announcing its decision which 
prevented it. 

Companes, of course, would have 
been unable to convert to the new 1s- 
sue had the ruling been to value at cur- 
rent market prices. They would have 
had to take a book loss to do it. Thus, 
without the N.A.I.C. decision, compa- 
nies could not have converted to, the 
non-inflationary government obligations. 
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TWO YOUNG PEOPLE join their 
lives together. They buy a home. They 


raise a family. 


A man with an idea borrows capital. 
He starts a business. It succeeds. 


A boy goes to college. He becomes a 
doctor, lawyer, teacher, engineer, or 
businessman. 


That’s faith—American style—in ac- 
tion. Faith in self, in country, in the 
future. Faith translated into terms of 
effort, energy, and enterprise. 


Here at the Provident Mutual we see that 
kind of faith in action. Millions of dollars 
invested in life insurance every year are part 
of it. They form the sound, basic pattern 
that helps to make dreams come true. For 


Philadelphia, Pennsylvania 


PROVIDENT WUTUAL LIFE 


beyond the immediate family protection these 
insurance dollars provide, they go on to 
strengthen our whole economy — building 
new industries, expanding old ones, helping 
to stimulate the huge production program 
on which the future of the nation rests. 


Because we, too, have faith, and take a 
special pride in seeing it justified, we are 
happy to report the past year’s accomplish- 
ments of Provident Mutual. During 1950, 
our insurance in force increased to a new 
high of $1,398,600,000. New insurance paid 
for totaled $114,486,000, an increase of 20 
per cent over 1949, and our total assets 
reached an all-time high of $650,228,000. 


We think this evidence of practical plan- 
ning on the part of so many people is the 
clearest proof that American faith in the 
future of the individual and of the nation 
works out because it’s faith in action. 


M. ALBERT LINTON, President 


of PHILADELPHIA 











INSURANCE COMPANY 


8624 ANNUAL 
STATEMENT 


As of December 31, 1950 





ASSETS 

U.S. Government Bonds . $148,813,890.30 
Other bonds . . . . 300,112,270.04 
Mortgages on realestate  124,007,924.41 

- Pere 29,466 ,250.00 
Loans on policies . 22,280,719.21 
Realestate . . . . 8,951,672.35 
Cash on hand and in banks = 5,813,961.40 
Accrued Interest. . . © 4,118,971.47 
Overdue interest. . . 788,694.60 


Deferred and uncollected 
net premiums, etc. .  6,373,403.90 


Total admitted assets $650,227, 757.68 


LIABILITIES 

Reserve for policies and 

supplementary contracts $566,611,669.05 
Dividends left with company 19,115,207.32 
Dividends set aside fer dis- 

tribution in 1951 . .  5,487,000.00 
Premiums paid in advance § —7,615,735.36 
Policy claims. . . .  1,747,021.37 
Estimated taxes accrued, 


payable in 1951 . . — 1,602,682.26 
Miscellaneous liabilities . | 4,523,025.47 
Total liabilities . . . $606,702,540.83 


Special reserve . . .  5,706,096.00 
Contingency reserve . 37,819,120.85 


Total equaling We 5 650,227,157.68 


A copy of the Company’s Annual 
Report, including a list of bonds 
and stocks, will gladly be sent on 
request. 











Tn business, a8 in baseball, 
much depends onthe 


WV 


“Mr. Kent will see you in a few minutes! . 
the receptionist said pleasantly. q 


“Thank you.”’ Tom Wilson went to the f 
side of the room and sat down. This was hig 
first “‘big’’ call, on his own, as a New York 
Life agent and he was nervous, frankly 
nervous. 7 

Tom picked up a magazine and turned 8 : 
few pages idly. He had that same tense fe 
ing in his stomach that he had the day he 
pitched his first big baseball game in college, 
Tom put the magazine down and let his min 
wander back to the baseball diamond a 
that first big game. 

He remembered warming up, he and the! 
catcher, standing along the first base line, 
Then Tom had gone over to talk with his 
mother, who was sitting just behind the 
screen where she could see every pitch. Her 
understanding smile turned out to be the 
best part of the warm-up. J 


Tom had been so proud of her, looking as 
smart as any of the girls and, when she 
laughed, looking almost as young. Nobody 
would have guessed that she had borne the’ 
cares of the family all alone, helped only by” 
the memories of her husband and an income: 
from the life insurance he had so thougay 7 
fully left her. 


Tom had been proud of his father, too, for 
the love and forethought which had made it 
possible for his mother and himself to live 
and grow, not hemmed in by want. In fact, 
was the deep realization of all the thin 
insurance had made possible for his family — 
and could make possible for others—whicl 
had led Tom to become a New York Life 
agent himself . : 

The ead s voice punctured Tom's 
thoughts. ‘“Mr. Kent will see you now.’ 


“Fine,” he said. He got up and started t 
Mr. Kent’s office. The warm-up was over. 
He had the confidence he needed now. 





NEW YORK LIFE INSURANCE COMPA 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used in this story are fictitious. 





